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the greatest, and also the richest man of his time. The father of our 
country possessed wisdom and integrity ...and wealth honestly acquired. 
WILL AMERICA FORGET? In this country, built by free enterprise, opportu- 
nity for one to create capital in turn creates opportunities for the many. 








It is the misuse of money that brings evil... not the possession of it. 


BUY WAR BONDS 


: A copy of this illustration and text mounted on cardboard may 
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by JAMES KEAN 
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Crafted by 
PINCUS & TOBIAS, 
INC. 
NEW YORK CITY 


HUBSCHMAN’S CALF 2 
COLOR No. 571 2 
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incomparable quality of dl ll I l C il America a truly magnif- 


Tandrite Calf been more icent amount of value! 
highly esteemed than now . . . when ser- The surest way to put your shop and 
viceability is of such major importance! yourself in your customer’s good graces, 






In excellence of color, beauty of finish is to put her feet in a good-looking pair 
and comfort-giving flexibility, Tandrite of Tandrite Calf shoes! 
























HELP UNCLE SAM! 


SHOE 


Irs no trouble for you to sell shoes 
today. One of the most vital problems con- 
fronting you is to be sure they are sold right. 

Now, no shoe is sold right unless it fits right! 

Women today are on their feet more than 
ever. They desire footwear as fashionable as 
wartime restrictions permit—but comfort is a 
“must”! And comfort derives from proper fit. 

Vitality dealers know this. They know, too, 
that Vitality Shoes—with their wide range of 
sizes and widths—are constructed to permit 
proper fit. 
Dealers who recognize that their funda- 


WILL COME HOME TO ROOST 


Made by stnorieds Largest Shoomahers © 


STORE 





mental wartime responsibility is to provide 
good fit are laying the groundwork for the 
future. Poor fit will not come home to roost 
with them! 


WOMEN’S VITALITY OPEN ROAD SHOES 
AAAAA to EEE for Outdoor and 
Sizes 2 to 11 Campus Wear 
$6.95 $5.50 and $6.00 
CHILDREN’S VITAPOISE 
Complete widths and sizes Feature Shoes for Children 
Priced according to size Priced according to size 
$2.50 to $5.50 $3.50 and up 


VITALITY SHOE COMPANY 
Division of International Shoe Company, St. Louis, Mo. 









BUY UNITED STATES WAR BONDS AND STAMPS 
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“It’s always 
Matched Pairs ' 


with Celastic”’ 
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The Matched Pairs being inspect- 
ed — a type popular with walkers 
and workers are made with 
Celastic “Heavy Duty” box toes. 





When a shoe factory foreman checks shoes made with Celastic Box Toes he finds 
“identical twin” toe structure. He knows, too, that each pair of finished shoes repre- 


sents a faithful reproduction of the line and form of the last. 


Finally, he can appreciate the satisfaction that the wearer will have because he saw 
how the solution-softened Celastic fused the lining, box toe and doubler into a single 
three-ply unit. In such a toe structure there is ample strength and resiliency to protect 

smart appearance and to assure toe comfort for as long as the 
shoe is worn. Celastic makes possible this toe comfort by 


eliminating torn and wrinkled toe linings. 


UNITED 
STATES 


Because shoes made with Celastic meet the high standard of 


the final factory inspection for trim and well mated appear- 
ance, they are called MATCHED PAIRS. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Even a man knows what a 
basic black dress means to 
a woman. It’s the keystone 
of her costume wardrobe 
—the one dress she de- 
pends on for smart appear- 
ances at daytime and in- 
formal evening occasions. 
Every woman has a basic 
black dress, and regard- 
less of its price, no other 
costume can take its place. 












MILLIONS OF WOMEN have a basic summer shoe, the all- 


hite kid shoe. It is indispensable to them because they depend 









on a solid white shoe to attractively complement any colors in 












ids their gayly-toned, warm weather dresses. 
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THE SHOE TRADE is in accord on the need for concentrating 


on essential shoes. No other footwear for warm weather use 
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‘le has all the basic qualities that women have proved the solid 
et white shoe possesses. 
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The basic white leather 
of 1943, as for the past 
— quarter century, is... 
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A PRIORITY FREE ITEM THAT YOU CAN 
MERCHANDISE FOR THE DURATION - 
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The new ALL WOOD “V” Tree is an adaptation of the regular conti 

Miller Shoe Trees except that metal parts are replaced with strong, a 

In demonstrating the ease and simply constructed parts of wood. Wher 
speed of adjustments, apply Men who want to preserve the shape and appearance of their shoes 

Genel te Gand ens et pte. will find that the V tree is made for long and efficient sérvice. when 

Its smart walnut stain finish attracts the eye and its easy to change and | 
adjustments will please the practical buyer. 

The demand for V trees is already proving that they are an easy to you 
move profit maker. The need and the demand for a tree like this is futur: 
growing. 

Made in all sizes and widths corresponding to Men's shoe sizes. Agai 
| foot 
| with 

FOO! 


























Oo. A. MILLER TREEING MACHINE Co., PLYMOUTH, N. H. 


Branch of United Shoe Machinery Corporation 
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A MESSAGE TO OUR CUSTOMERS: 


NUGBER FOOTWEAR FOR 1943 


The quantity of non-rationed and rationed rubber footwear which we will 
manufacture for the fall and winter of 1943 will naturally depend upon 
the amount of rubber allocated to us throughout the year. 
























However, we are making plans for future order solicitation based on-our 


current allotment. 










Available rubber footwear will be distributed to all of our customers on 
an equitable and fair pro-rata or allotment basis. 








We will expect to ship such orders in advance of the actual season, 





reserving early winter production for later pro-rata distribution. This is a 
continuance of the policies and methods adopted by us in 1942. 












When these plans are complete, our salesman will notify you of the date 
when he will call to solicit your future order. To help reduce extra travel, 





and to assist us in giving you the best possible service, we suggest that 
you check your stock at that time so that you will be ready to place your 






future order when our salesman calls. 









Again, we assure our customers of their equitable-share of such rubber 
footwear as we will be able to manufacture now, and in the future, 















with whatever allocation of rubber we receive from the Government. 





Hood Rubber Co. 


_A DIVISION OF 











FOOTWEAR FACTORY - WATERTOWN, MASS. 


FIRST IN RUBBER | 





Februcry 13, 1943 
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with a campaton in the 


new Post exclusively 








“PPE new Post is a perfect medium for 
Tenis vigorous campaign. With its new 
editorial program, we see the Post as the 
number one advertising medium for our 
purpose,” say Jarman Shoe Company. 

Watch for Jarman’s spring campaign 
in the new Post . . . beginning in the 
February 20 issue. 

All eyes are on the NEW Post... with 
its new covers...new typography. ..new 
emphasis on eye-witness accounts from 
the battlefronts...more dramatic stories 
and picture features than ever before. 


The new 
Post is 302 
better read 


February 13, 1943 


30% Better Read 

“Spend 30% more time with Post” is fact 
revealed in new survey of public. Today, 
America spends millions more reading 
hours with the Post. You know what that 
means to Post advertised merchandise. 

You make your store reputation by 
selling shoes with reputation. The bright- 
est names in the shoe world are Post- 
advertised. New Post advertised. 








SCHWARTZ AND BENJAMIN, IN 
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=i im Good quality leathers are Allied 


Lee MY | Kid Company’s business. In the} 
tol users last two years the tanning c . 
white leather has progressed even within th¢ 
priority limitations of tanning materia : 
Today Standard Division produces a dees 
_ even White Suede Kid, which the craftsme 
| of the shoe industry mould and last in 
_ shoes for sportswear, streetwear and lei un 
Without the shoe colors of summer, : 
White Suede Kid loyally carries 
on the fashion formula of 
beautiful leather for the shoes 
of American women. 


WHITE SUEDE KID, No. 700 
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“latloved Wearables 


Tweedies designed this style for smart 
wearable service. 


TH! 
hanc 
Byrr 
It lo 
is nm 
price 
knov 
into 
TI 
mor 
Feb 
was 
and 

Sc 
whel 
drur 
busi 
floor 
and 


redu 


per | 

3324-9 
a . | In 
Black Patent r - 
Baby Doll Last No. 122 | << h + 
1614/8 Cuban heel 3: and 
‘ > He t 
oblis 
TI 
ratio 
need 
not | 
knov 
knov 
The 
Was 
leath 
lease 





to be 
Ne 
sale 
shoe: 
. | ee) . Fa | Ey 
TWEEDIE FOOTWEAR CORPORATION «JEFFERSON CITY, Missour: | ‘*' 
com! 


ee 


OTWeEarR 


‘ 
| 





10 
Boot and Shoe Recorder Febru 









YYy 








TORI RIS s 


The Editor's Outlook 


FEBRUARY 13, 1943 


A New Method of Shoe Retailing! 


THE axe has fallen—in one swift fell swoop at the 
hands of Director of Economic Stabilization James F. 
Byrnes. The axe cut off more than excess shoe-buying. 
It lopped off the heads of hundreds of styles and the end 
js not yet in sight. We now know what war is and ihe 
price that must be paid for ultimate victory. We do 
know, at this precise moment, that the war has come 
into every single shoe store. 

The happy hunting days when we cried: “Give us 
more and more goods” ceased abruptly on Sunday, 
February 7—fourteen months after Pearl Harbor—it 
was too good while it lasted. The lean days are here 
and NOW. 

So much for the punch on the nose. Now let’s see 
whether the shoe industry is still a Champ or a punch- 
drunk has-been. It will remain to be seen how shoe- 
business men proceed to pick themselves up from the 
floor and how they will make a living for themselves 
and their business, in spite of the cut of the knife that 
reduces shoe selling to three pairs or less per capita, 
per annum. 

In reading Director Byrnes’ statement, you get all the 
answers as to why this form of rationing was issued by 
government directive. He is assistant to the President 
and strong enough to enforce the law to the very limit. 
He took the heat off WPB and OPA by assuming the 
obligation of the order. 

The shoe trade accepts completely the system of 
rationing as an instrument of all-out war. We don’t 
need to wave the flag nor state our patriotism. “Ours 
not to reason why’ —ours but to do and try. This we 
know—the American public favors it! This also we 
know—no man, woman or child needs to go barefoot. 
The global economic survey has given to authorities in 
Washington a better picture of leather supply and 
leather dispersal to the Army and Navy forces, to lend- 
lease, to our Allies and to our Civilian Needs. Better 
to be ahead of the crisis of shoe shortage! 

Never in the history of shoes has there been a “no 
sale day” like February 8, a new method of retailing 
shoes opens with “the pause that represses.” 

Every store, everywhere, will compete for Ration 
Coupon No. 17 and the new competition is: FJRST on 
wear, durability and performance. SECOND on fit and 
comfort: THIRD on the most for the money and 
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by ARTHUR D. ANDERSON 
EDITOR e BOOT and SHOE RECORDER 


FOURTH in satisfactions of selection for the individual 
need or desire. 

Remember, you are not selling shoes to cus- 
tomers who are shoe destitute and have to buy 
what you have got or anything stale. This public 
has a better chance for a choice—if not in your 
store, somewhere else—and the most valuable 
thing is the priceless Coupon No. 17. It is even 
more important than dollars. 

All of the forces of democracy of opportunity are 
brought into play. The little merchant, in the small 
town, who has a customer with a Coupon, is going to 
get shoes to that customer. It wasn’t such a “sure” 
thing, if the old system had continued. The man, woman 
or child in a defense town is just as big in the mer- 
chant’s sight as the Park Avenue dame who had an 
insatiable shoe desire and somehow was able to get 
that appetite satisfied every time. 

This is a great move for share-and-share-alike and 
the little shoe guy isn’t going to get kicked around 
because he is now an important public servant who 
stands up six feet tall in any merchant company. You 
know, if we had gone on as we were headed, there 
would have been a lot of small stores starving for 
shoes, needed by shoe-hungry people back in the 
counties and in the hills, ignored and forgotten by 
suppliers who were taking care of “good customers.” 

Now let’s come to one of the sore spots! Cancella- 
tion has been the first rash to break out on the shoe 
body. Let’s hope it is a case of “cancel in haste; repent 
in leisure” for repentance may “cut-back” to separate 
the merchant from his supplier; because the sellers’ 
market still prevails in this world of material shortages, 
labor shortages and shortages by regulation. Cancel- 
lation sprung up like an unclean epidemic. Remember 
this, when shoes are cut to your order and manufac- 
tured, they are your shoes. That is the law of business 
and no rationing act or excuse can save your face. 

A member of the Supreme Court put it: “When it 
comes to terms of sale, manufacturers should reso- 

[TURN TO PACE 27, PLEASE] 
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Shoe Trade Adjusts Operations 
| To Rationing Program 


Compliance Immediate and Effective as Government 


Picks 


Industry for First Trial of New Control 


Pian Put Into Operation Without Previous Notice 


OE rationing, argued and debated for months 
mong shoe merchants, manufacturers and government 
icials, suddenly broke like a bombshell over the 
dustry at 2.30 last Sunday afternoon, when announce- 
mt of the rationing order was issued at the White 

House by Director of Economic Stabilization James F. 
Byrnes and followed half an hour later by the Order 

Price Administrator Prentiss M. Brown, setting forth 

technical details of rationing. 

» From the moment when Director Byrnes released his 

Sficial announcement, shoes were news, and the fact 

at every man, woman and child in America is here- 

ter limited to three pairs a year was proclaimed to 

country in practically every radio news broadcast 

pughout the afternoon and evening. Monday morn- 

g newspapers carried the story under bold front-page 

adlines, beginning with the early editions appearing 

n the streets of many of the larger cities before mid- 
ight Sunday. 

Shoes were the first article of daily use to be rationed 
ader such dramatic circumstances, with an official 

day afternoon announcement from the White House, 

d at once the effects of the Washington move became 
topic of excited conversation by people everywhere. 

Never before had America reached such a state of 
hoe consciousness. On the whole, the public reaction 
was favorable, most people expressing the view that 

e pairs a year were adequate for every necessary 
urpose. Men, especially, thought three pairs were 
nple; women were interested in the style restrictions 
d realized that there will be fewer fancy shoes. 
others naturally were concerned about children’s 
bes and many were doubtful if three pairs would 


imce. 





MADE AMERICA SHOE CONSCIOUS 


This photograph of Director of Economic Stabilization 
F. Byrnes was taken last October as he prepared 
leave the Supreme Court to assume his presen? office. 
that time he declared “all-out war against any further 
se in the cost of living,” intimating he was prepared 
swing into action with energy and determination to 
ward America’s economic structure if conditions 

to demand it. They did—and he did. 


13, 1943 


Here, in the children’s branch of the trade, it is 
believed the heaviest impact of the order will be felt, 
at least so far as consumer inconvenience is concerned. 
That the barefoot boy of song and story may again be- 
come a picturesque reality of American life seems 
within the realm of possibility, since any reasonably 
healthy youngster can wreck a fairly sturdy pair of 
shoes in six weeks—and that goes double in wartime 
when sole leather available for civilian shoes no longer 
can take punishment as in days gone by. However, 
parents who do not use all their coupons for themselves 
can apply them to the purchase of additional pairs for 
the children, since this is permitted under the order. 

In most cases, shoe merchants on Monday morning 
were too preoccupied with the problem of what they 
must do to carry out the rationing order, and with 
getting set for reopening Tuesday after the one day 
“shoe holiday,” to comment on the effects of rationing 
from their standpoint and that of the industry at large. 
Naturally the whole thing came as a shock to most mer- 
chants, who had been hearing, from time to time, talk 
of shoe rationing, but who still regarded it as some- 
thing remote, of which they would probably receive 
ample warning in time to enable them to put their 
business houses in order. Well, it didn’t happen that 
way, and so the merchants lost no time in plunging into 
the immediate task of preparing for compliance. That 
there will be complete compliance by the great rank 
and file, not only with the letter but with the spirit of 
the order, may be counted a foregone conclusion. 

At the headquarters of the National Shoe Retailers 
Association, L. E. Langston, vice-president of the asso- 
ciation, was besieged with wires and telephone calls on 
Monday from members requesting more explicit infor- 
mation. Mr. Langston said that without exception re- 
tailers with whom he had discussed the matter were 
reconciled to the idea of rationing and considered the 
order fair and reasonable, though many were taken 
back by the suddenness with which it was put into oper- 
ation. 

Manufacturers also seemed generally satisfied that 
some action along rationing lines was necessary; in 
fact, some manufacturers have favored rationing of 
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Volk Calls Rationing Order Liberal 











Harold F. Volk, president of National Shoe Retailers 
Association (seated right), and L. E. Langston, execu- 
tive vice-president, discuss ration order with news- 
poper representatives at Waldorf-Astoria, New York. 


shoes ever since the problems of materials and supply 
began to assume serious proportions. As is usually the 
case in a situation where the normal operation of 
business has been subjected to artificial interference, 
the results will not affect everybody alike. Manufac- 
turers of certain classes of shoes, like cheap style novel- 
ties, may find themselves at a disadvantage, while the 
order should react to the benefit of makers of practical, 
desirable better grade shoes. It is believed the public 
will, for the most part, select under rationing shoes that 
give service, comfort and long wear, plus the smart and 
attractive appearance the American public has learned 
to demand in its footwear. Men in particular, it is 
thought, will seek better grade. shoes which will stand 
up under longer wear and retain their comfort and 
appearance even after they have been repeatedly resoled. 

Similarly, the effects of the order will not bear equally 
on all retailers, the first reaction being that stores spe- 
cializing in low price high style novelty footwear may 
find themselves at a disadvantage due to the natural 
tendency of customers to spend their ration coupons for 
shoes that will give service and satisfaction over a 
longer period of time. If this analysis proves correct, 
the better grade stores should enjoy an edge over their 
lower price competitors for the duration, not only be- 
cause customers expect better shoes to render longer 
service but also because of the tendency of human 
nature, when restrictions are imposed on the number 
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of pairs that can be purchased, to indulge one’s tastes 
for luxury by buying shoes of finer quality. 

However, it will take some little time to ascertain just 
how these things will work out in practice, and mean. 
while the industry is concentrating its efforts on the 
immediate problem of compliance with the provisions 

of the order. 

Harold F. Volk, of Dallas, president of the National 
Shoe Retailers Association, in New York on Sunday, 
issued the following official statement on the rationing 
order: 

“As president of the National Shoe Retailers Asso. 
ciation, I have been asked by the government to make 
a statement to the public on the rationing of shoes, 
officially announced this afternoon. 

“Close study of shoe production and sales figures by 
government agencies working with industry representa. 
tives made it clear that unless action were taken now, 
the gap between supply and demand would spread so 
wide that store shelves would soon be depleted of foot- 
wear, and equitable distribution of this vital necessity 
would not be possible. 

“Assurance can be given the public and the retailing 
community that Rationing Order No. 17 is liberal in 
view of current conditions. It is also reassuring to know 
that machinery has already been set up to take speed) 
action in discovering any inequities that may develop 
and to correct them for protection of ‘customer and 
retailer.’ 

“In the belief that this order is one of the fairest that 
could have been prepared to meet the circumstances, | 
feel it should get the sincere and whole-hearted coopera- 
tion of every merchant. It should be noted that the 
same machinery which is ready to correct inequities in 
operation of the order can be used to act against those 
who would seek to evade the letter or intent of the 
measure. In bespeaking the loyal cooperation of the 
shoe merchant, I wish to point out that in the event of 
failure of this rationing order to operate satisfactorily, 
a much more drastic regulation might very well result. 

“I feel that this order has been fortunate in having 
had three important government agencies—the Office 
of Civilian Supply, the War Production Board, and the 
Office of Price Administration—work closely together 
in its preparation. Members of industry who have been 
consulted over the past several weeks are unanimous in 
their praise of the conscientious effort given by gov- 
ernment men working on this order. It is also note- 
worthy that some members of the industry who may 
have felt previously that shoes might be rationed as a 
sociological experiment, now feel this measure cannot 
be characterized except as a genuine necessity. 

“The shoe industry has an outstanding record of 
cooperation with government. Today’s regulation is the 
most important we have yet had to face, but I am con- 
vinced we will maintain our history of cooperation and 
meet the challenge of the new order patriotically.” 
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WASHINGTON.—The text of the 
statement issued Sunday by James 
F. Byrnes, Director of Economic 
Stabilization, announcing the ration- 
ing of shoes, follows: 

Rationing of shoes to make cer- 
tain that the American people con- 
tinue to have all the shoes they need 
for the duration of the war was an- 
nounced today by James F. Byrnes, 
Director of Economic Stabilization. 

The rationing was ordered by the 
War Production Board and will be 
put into effect at 3 P. M., Sunday, 
by the Office of Price Administra- 
tion. Except for house slippers and 
infants’ soft-soled shoes, all types 
of shoes and boots made in whole 
or in part from leather or from rub- 
ber soles are rationed. 

At the suggestion of Price Ad- 
ministrator Prentiss M. Brown, the 
rationing program was presented 
by Director Byrnes to the six pub- 
lic members of the Economic Sta- 
bilization Board on Friday. All of 
the public members—William Green 
of the A. F. L.; Philip Murray of 
the C. I. O.; Edward O’Neil of the 
American Farm Bureau Federa- 
tion; James Patton of the National 
Farmers’ Union; Eric A. Johnston 
of the United States Chamber of 
Commerce, and Ralph Flanders, a 
Vermont businessman—fully ap- 
proved the decision to ration shoes 
and the method of rationing. 


Supporting Actions to Follow 
No Warning to Hoarders 


Supporting the rationing, two 
other actions will be taken: 

1. The War Production Board will 
issue a thoroughgoing order elim- 
inating wasteful shoe practices, un- 
necessary styles and colors and 
directing the available supplies of 
critical sole leather into the manu- 
facture of the most essential types 
of shoes. Formal evening slippers, 
men’s patent leather shoes, hard- 
soled slippers, men’s sandals and 
many sport shoes will be virtually 
discontinued. These measures, it is 
estimated, will make possible the 
production of perhaps 15,000,000 
additional irs of essential shoes, 
chiefly cack dhame and sturdy street 
models, and save between 75,000 and 
100,000 man-hours of labor a day. 

_ 2. To protect persons with low 
incomes so that they will be able to 
buy the shoes that thev need, man- 
ufacturers will be prevented from 
increasing the production of higher- 
priced shoes at the expense of their 
low or medium-priced lines. 

_ Manufacturers also will be asked 
in the near future to develop “war 
model” or utility types of shoes of 
Standard quality and pleasing de- 
Sign at a reasonable price. 
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Official Announcement of Shoe Rationing 





The combination of these meas- 
ures will make possible a generous 
ration which in the beginning will 
be at the rate of roughly three pairs 
of shoes a year for each person. 
This is more shoes than the aver- 
age American purchased in any 
year up to 1936— including the pros- 
perous years before 1929. 

Full details of the rationing pro- 
gram developed by the Office of 
Price Administration and which 
were approved by the public mem- 
bers of the Economic Stabilization 
Board are being announced by 
OPA. There follows a digest of the 
report submitted by Director Byrnes 
and Price Administrator Brown to 
the board members: 

War Ration Book No. 1, which al- 
ready is being used for sugar and 
coffee, will be used. Stamp No. 17 
in this book will be good for the 
purchase of one pair of rationed 
shoes during the period ending June 
15. The people should circle this 
stamp with a colored crayon or 
heavy pencil so that they will know 
which is their shoe stamp. 

By using the Sugar Ration Book 
the Office of Price Administration 
is able to put this program into ef- 
fect without an advance warning 
that might give hoarders a chance 














Statement of Economic Stabilization Director Byrnes 


Outlines Plan of Operation to Industry and Public 


to start a run on our shoe stocks. 

The shoe stamp is transferable 
within a family provided the mem- 
bers of the family live in the same 
household. This permits families to 
make purchases as needed and to 
make the most effective use of olc 
shoes that can be worn. 

Special shoes-purchase certificates 
will be available at local rationing 
boards for hardship cases and for 
those who can show that they need 
additional shoes. 

A liberal allocation of sole leather 
for repair purposes has been pro- 
vided. 

Whatever fears may have existed 
that serious shoe shortages would 
develop and people be unable to get 
the shoes they needed can now be 
forgotten. 

Rationing ‘is made necessary by 
the critical shortage of heavy sole 
leather. More than one-third of our 
total sole leather supply already “is 
being used for military and lend- 
lease purposes. For 1943 the War 
Production Board estimates sole 
leather and reclaimed rubber will 
be available for only 335,000,000 
pairs of civilian footwear, including 
slippers and _ infants’ soft-soled 
shoes which are not rationed. This 
[TURN TO PAGE 28, PLEASE] 








Delancey Street Shoppers Beat the Gun 











Mayor La Guardia gave the tip-off that started a buying spree in 
New York's East Side Sunday, when he announced in a radio broadcast 


that a new ration order was coming and advised hearers not to do 


. 


much walking. East Side stores are open Sundays, but never like this. 

























How Shoe Merehants and Manufacturers 





New England Reaction Varies Widely 





Shoe Industry Will Cooperate One Hundred Per Cent with 
Government in Making Rationing Order Effective, 
Declares Maxwell Field 


Boston, Mass.—New England opin- 
ion on the shoe rationing order is mixed. 
It ranges from resentment, through 
varying degrees of disappointment to 
what might almost be called jubilation. 
It all depends on what types and grades 
of shoes are made or sold at retail by 
the firms queried. There isn’t the slight- 
est hint of a desire to oppose rationing 
as such; there is a well-defined feeling 
it might well have taken another form 
—one which its proponents believe 
would be fairer to the manufacturer 
and retailer of shoes selling in the low- 
er price ranges. This point of view is 
reflected in a formal statement issued 
this afternoon by Maxwell Field, execu- 
tive secretary of the New England Shoe 
and Leather Association. 

“The members of the shoe industry 
in New England,” said Mr. Field, “will 
cooperate one hundred per cent with the 
government in order that its rationing 
plan may be carried through. However, 
the association had hoped that a point 
rationing system would be adopted 
when it became necessary to ration 
shoes; and it still hopes that there will 
be an opportunity, consistent with its 
intent to cooperate and patriotically 
carry through the government wishes, 
to ask for consideration of the adoption 
of the point plan. The point system 
would require more points of coupons 
for the highest-priced and longest-wear- 
ing shoes, and fewer points for the 
lower grade shoes. This would assure 
customers in the lower income brackets 
of the same proportionate wear of shoes 
as those in the top brackets.” 

In sharp contradistinction to this 
viewpoint is that of a manufacturer 
who would not allow himself to be 
quoted but whose opinion boiled down 
to the belief that the government had 
deliberately steered clear of a point sys- 
tem because, having limited the shoe 
wardrobe, officials felt it would be bet- 
ter to force on the public the purchase 
of more durable and, therefore, higher- 
priced shoes. 

Resentment came mainly from a few 
men who professed to see no necessity 
for rationing at this time and who feel 
that the move was dictated not so much 
by a desire to conserve leather as it was 
to bring production down to a point 
more readily achievable in view of the 
increasing shortness in shoe factory 
labor supply. 

All three of these types agreed that 
there are “bugs” in the rationing plan 
as outlined which must be ironed out; 
and this was borne out by a survey in 
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Less Severe Than Expected, 
Charles F. Johnson, Jr., Says 


ENDICOTT, N. ¥.—Charles F. Johnson, 
Jr., vice-president and general manager 
of Endicott-Johnson Corporation, said 
the shoe rationing order is less severe 
than many in the industry anticipated. 

George W. Johnson, president of the 

r 7 vowe 

“It means that a few more shoes will 

be tapped instead of thrown into the 
ash can as we have been accustomed to 
do in this land of plenty. It means 
simply that we must be more cautious, 
more saving.” 

He added that it would also mean 
that “the Missus will have a difficult 
time getting shoes to match her hat and 
dress." 








the city’s retail district dnd further 
confirmed by questions asked of state 
OPA officials at a meeting of merchants 
hastily called Monday afternoon by the 
Boston retail trade board and attended 
on short notice by sixty or more repre- 
sentative retailers from all parts of 
the metropolitan district. 

Chief of the merchants’ worries, 
judging by the number of times it 
cropped up at this meeting, had to do 
with the method of handling adjust- 
ments, retailers contending that the ra- 
tioning ruling can be so construed as to 
require a customer to expend two cou- 
pons, one for the original pair and the 
second for the pair given her in mak- 
ing the adjustment. 

Another criticism frequently heard 
was that, with one pair of shoes avail- 
able between now and mid-June, wo- 
men will naturally turn to the all-pur- 
pose staple or semi-staple styles, and 
not buy sport types, two-tones and play 
shoes which, now on the shelves of 
many retail stores, will tend to accumu- 
late and may become distress merchan- 
dise. They feel that, in order to clear 
the decks, some of these types of foot- 
wear should be placed on a non-rationed 
basis for a short time, at least. 

Curiously enough, this same type of 
reasoning is not brought to bear on the 
sale of whites. Few merchants inter- 
viewed expressed any alarm. They be- 
lieve that women will buy whites in 
much the same volume as heretofore; 
that some of them, having already a 
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New York Shoe Men Worry 
About Play Shoes 


New York—Retailers and manufae. 
turers in this area were generally calm 
and optimistic over the new shoe rg. 
tioning order. Dealers in quality shoe 
expressed the opinion that more eys. 
tomers would be in the market fo, 
quality shoes now that they would be 
limited to three paifs a year. View; 
differed as to the immediate effect of 
the order. Some retailers felt tha 
there would be an immediate rush to 
the stores to spend Coupon 17 in the 
fear that there would be less choice for 
those who waited. The more genera] 
opinion was that women would wait 
until nearer the deadline of June 15 
before using their coupon. Chief cop. 
cern was expressed over the question 
of play shoes and white shoes. Mer. 
chants who had bought good quantities 
of these were wondering how the new 
order would affect this business. 

New York shoe stores and depart. 
ments on Monday were, for the most 
part, deserted. Some shoe stores were 
closed. One chain store had posted a 
notice that they were open to sell slip. 
pers, handbags, hosiery and other ar. 
ticles not included in the rationing 
order. Several volume department 
stores had a heavy run on slippers. In 
one store this was considered to be defi- 
nitely scare buying. Rubber footwear 
was selling well in these same stores, 
The usual attempt to override the 
ruling and to persuade the sales clerks 
to sell shoes was reported by a few 
stores. In general, however, the ruling 
was obeyed without question. 

A large proportion of merchants and 
manufacturers contacted were still 
thinking the effects of the order through 
and did not feel prepared to have their 
opinions quoted. We quote from a few 
who had formed definite opinions. Mor- 
gan Grossman of Grossman Shoes, Inc. 
said “Women are going to consider 
what they are going to get out of a 
pair of shoes. They are going to mea- 
sure the life of a pair of shoes. The 
better grade shoe business will be stim- 
ulated. 


St. Louis Manufacturers 


Favor Ration Order 


St. Louis, Mo.—Although surprised, 
manufacturers of shoes in St. Louis 
received the news of shoe rationing 
with equanimity and at the same time 
with a sense of relief. First reactions 
from this market’s leaders were entire- 
ly favorable, coupled with the generally 
expressed belief that such a move had 
become inevitable. It is pointed out 
that the unprecedented demand for 
shoes reflected by heavy dealer pur- 
chases for Spring plus ever increasing 
volume of advance orders being placed, 
some even for next season’s shoes, was 
rapidly creating a situation that would 
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Byron A. Gray Sees Little 





Ration Rules for Retailer and Wholesaler 





Effect from Rationing WASHINGTON—Prentiss M. Brown, the face of the certificate and it 
manufac. $i. Lowis—Byron A. Gray, president of Price Administrator, made public on must be signed by an issuing officer 
ee calm J} isernctional Shoe Co., believes there Sunday the following rules which of the branch of the armed services. 
a ra. § will be little, if any, ~ ne! —_ = retail and wholesale dealers will fol- If presented by a civilian it must 

Y shoes seftening. oe : ge Jenin — low in making shoe sales under the have his war ration book number 
sal > Dg comailt cae distribution A all new rationing program: written on it and the customer must 
wouldill Sees likely to be produced this year RETAIL be pang Be the corresponding 
View, | tom material which will be available. . aia war ration . irs 
effect of . Make no sales until Feb. 9 5. If you cannot fill an order for 
felt the oe and meantime go through your stock which your customer has already 
rei t make for an unequitable distribution. and separate rationed and non-ra- surrendered ration currency, or if 
Red Although manufacturers here have tioned footwear. Mark the non-ra- you accept the return of a salable 
hoi, . > done everything possible to protect the tioned footwear plainly so sales- pair of rationed shoes and refund the 
| ice for small merchant as well as the large, it people and customers can identify it. purchase price, you must give the 
i an nevertheless was noted that as the situ- “2. Receive shipments as usual. customer a stamp 17 (anyone you 
June * ation became tighter, the pressure from Shoe rationing does not interfere have collected) and a receipt for the 
hief con strong buyers became more intense. It with your orders, but you will owe returned shoes, or a receipt for the 
quasi is felt that shoe rationing might help ration checks for any shipments ration currency originally surrend- 
s. Mer. § ‘tis situation. made to you after the effective date. ered, as the case may be. Both the 
uantities At first flush some St. Louis manu- “3. Collect one stamp, 17, from stamp and receipt must be presented 
the new | facturers could see the possibility of war ration book one for every pair toa dealer when the customer uses 
~ snsiderable cancelling of orders, but of rationed shoes you sell at retail. this loose stamp to purchase shoes in 

depart. after they had time to study thoroughly This stamp must be torn from the over-the-counter sales. on 
the most fj the contents of the ration order, they book in the presence of the sales- 6. Keep the stamps and certifi- 
res wa changed their minds. Cancellations person or a person authorized to cates you collect at the place where 
posted g actually were light. Those received make delivery, except in the case of you sold the shoes. Don’t send them 
sell slip. generally were on shoes sold on an mail orders, when you may accept to your suppliers. You will later 
ther ar. § attended future delivery basis. St. a loose stamp sent with the order. deposit them to your shoe ration 
ationing | Louis manufacturers were pleased with “4. Instead of stamp 17 you may bank account on a date which will 
yartment the way the government handled the accept a green sugar purchase ¢er- be announced by the 0. P. A. 
vers, In & ftationing order, in that no advance in- tificate made valid for shoes by an “7. No inventory is required at 
» be def. | formation was allowed to leak out and authorized officer of the O. P. A. or this time, but will be required on a 
footwear that it was issued on Sunday while of the armed forces. You may ac- date to be announced. , 
e stores, stores were closed. cept such a certificate if presented “8. Keep a copy of each invoice for 
ide the Though the full effect of the order by the consumer within thirty days rationed shoes you receive. It must 
2s clerks cannot be determined at once, it is gen- of issue. If presented by a mem-_ contain the date of shipment, the 
> a few & erally felt that rationing with its con- ber of the armed forces the holder’s number of pairs, the price a pair 
e ruling 9 trol over demand will reestablish free name and rank must be written on [TURN TO PAGE 39, PLEASE] 

compet:tion among manufacturers; that 

— ee ee Sunday Business Picked Up on Delancey Street 
through § ceiling prices was bringing on the mar- 
ive their § ket quantities of shoes the specifications 
m a few § of which were below the standards ex- 
1s. Mor- isting at the time the ceilings were 
oes, Inc. § established. In short, prices were rising 
consider — through the lowering of quality. 
ut of a Rationing coupons, being limited, will 
My ve cause consumers to search out shoes of 


be stim- 


known quality and fit. Thus, the manu- 
facturer who has lowered quality will 
suffer. One St. Louis manufacturer 
put it this way: “Shoe rationing means 
better business for the better merchant.” 

It is conceded that the volume of 
white shoes might suffer this season. 


— First, because merchants at the begin- 

tioning ning of the season bought so heavily on 

—y browns and blacks, thinking there would 

aca be production capacity later for their 

“entire. § White shoe orders, and second because 

»nerally of the shortage of materials and labor. 

sve had However, it is pointed out that those 

ted out & @alers who have covered on whites 

nd for = find themselves in a happy posi- : — See |S ’ 
reall geen dpe nge eden m4 Down on New York's lower East Side, shopkeepers stay open Sundays, and there 


because women who heretofore have 
turned to play shoes for summer, will 
0 back to the white shoe w'th its bet- 
ter fitting and wearing qualities. 
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the shoe shops did a gold-rush business. The stores were jammed, like this one at 

Delancey Street and Second Avenue, with shoppers intent on oy the 3 P.M. 

Sunday deadline after which time sale of shoes was to be frozen. Storekeepers 
said they hadn't heard what was coming. But the customers had. 











Los Angeles Area Hails Shoe Rationing 





Retailers and Manufacturers Alike See in It the Salvation of 
the Trade, Permitting Industry to Operate 
on Equitable Basis 


Los ANGELES, CAL.—Shoe rationing 
was hailed by the Los Angeles area shoe 
industry, retailers and manufacturers 
alike, as the salvation for the trade. 
Leaders whose quotations follow agree 
on shoe rationing as the one method of 
permitting the industry to operate on a 
sane basis, equitable to all. Concerns 
operating in the great middle bracket 
and even those in the better grades of 
branded merchandise sense their busi- 
ness will be benefited rather than hurt 
by rationing. 

Melville Kaufmann, president, South- 
ern California Shoe Manufacturers As- 
sociation: “Smart retailers will con- 
tinue to realize the need for diversifica- 
tion in types and styles in all shoe 
departments, whether men’s or wo- 
men’s. Even with rationing in effect, 
interesting shoes will continue to be 
wanted and sold, with the leisure types 
still maintaining their accepted place 
in the consumer’s wanted wardrobe. We 
Southern California shoe manufactur- 
ers foresee a continued acceptance of the 
kinds of footwear which this section has 
made so popular. Quality merchandise, 
which will continue to be interesting 
and comfortable to wear, will always be 
a ‘must.’ 

“Rationing gives us manufacturers 
the opportunity to pioneer new ideas. 
It also permits us to serve our custom- 
ers better and to operate on a more 
profitable basis, as we will be on a 
known schedule. ‘Sacredness of vol- 
ume’ is now a thing of the past, while 
quality will be supreme under ration- 
ing.” 

Paul Kirsh, the May Co.: “Rationing 
is democratic, so it will be a help to 
shoe retailing, especially to those buy- 
ers who have wanted merchandise. 
However, rationing will take more in- 
tensive training to sell merchandise 
right. People who have sold shoes prop- 
erly in the past will profit most. We 
have all gone through stress during the 
past year, so rationing with its orderly 
process will make a buyer’s job some- 
what more normal. Rationing will un- 
doubtedly be of benefit to those retail- 
ers who have specialized in well fitted, 
‘middle-of-the-road’ prices and types. 
We are all good Americans; now we can 
buckle down and do a real shoe job.” 

R. G. Brownhill, Young’s Shoes: 
“The extra cream is now off shoe re- 
tailing. Now we will operate a more 
normal business. Nobody can foresee 
exactly how rationing will affect the 
men’s shoe business, but it does seem 
the children will come first, then the 
women, with the men pulling up last. 
We hope the public will not all try to 
use their coupons all at the same time.” 


P. D. Lehman, J. W. Robinson Co.: 





All Should Cooperate, 
Declares John A. Bush 


“There is nothing to add to the order 
as it stands, and it is now the responsi- 
bility of all of us to co-operate in mak- 
ing it successful," declared John A. Bush, 
president of the Brown Shoe Company, 
St. Louis, in a statement to BOOT AND 
SHOE RECORDER at the Waldorf-Astoria 
in New York on Monday. 


“No one knows just how it will work 
out, but if seems a simple and liberal 
plan. Over the year its effects, so far 
as the industry is concerned, may prove 
better than we might, at first flush, an- 
ticipate. Certainly this is no time to be- 
come hysterical over such a broad and 
liberal order.” 


Mr. Bush indicated that his company 
was issuing a statement fo all of its 
dealers bearing on the situation created 
by the rationing order. 





“Undoubtedly rationing will kill the 
multiple sale business, but it will not 
hurt the better trade in the long run. 
Our volume of business is in the $8 
to $15.95 bracket, yet we feel ration- 
ing will make business on a more or- 
derly basis, with buyers enabled to plan 
better.” 

W. A. Innes: “It is pretty early now 
to say just what effect rationing will 
have on all of us, as it came as a bolt 
out of the clear. We do feel sure the 
public will continue to demand time- 
tested brands of footwear from recog- 
nized sources and that they will still 
continue to wear shoes which are fitted 
properly. It may be there will only be 
three-fourths as many pairs to offer our 
trade as heretofore, but retailers will 
endeavor to supply this other fourth 
from other sources.” 

John Baker, The C. H. Baker Stores: 
“As we in our organization figured out 
possible rationing effect, it seemed ap- 
parent that established stores handling 
moderate priced lines of branded mer- 
chandise will be least affected. It is 
felt the upward surge in buying better 
shoes will work to the advantage of 
stores of our type. Now it is felt ra- 
tioning will cut down the sales of white 
shoes to a minimum. Spectators which 
were being held for April selling are 
being released immediately.” 

Frank J. Crapo, The Desmond Stores: 
“The men’s business may be adversely 
affected, as daddy usually comes last. 
However, today’s OPA qualifications 


seemed to give the kiddies a Dairag, 
break. High grade shoes of nama 
lines are sure to receive a good brea 
in the consumer’s buying progray 
especially when a man will be limita 
in the number of pairs he can acquip 
This store has always done a marveloy 
military uniform business, so with the 
easing up of the restrictions on she 
buying by those in the armed foreg 
we expect another good break there 
Men have been buying lots of shoe 
recently, so they have more complet 
wardrobes and are better shod than ip 
many previous years, so the contents 
of those closets may have a bearing » 
future shoe purchases. Rationing jg 
a fine way to handle the situation. We 
have a war to win, and rationing j 
one of the several patriotic ways to & 
this highly important job. And do it 
we will.” 

Larry Carlson, Frederick and Ne. 
son, Seattle, in Los Angeles on a buying 
trip: “Branded lines are more impor. 
tant than ever before due to the public 
reaction to quality merchandise. She 
rationing will go a long way in help. 
ing us win this war and at the same 
time enabling us to have a sound busi- 
ness economy in operation.” 


Chicago Shoe Men 
Welcome Ration Order 


CHIcAGO—A group luncheon meeting 
Monday of loop stores and shoe depart- 
ments handling better grades viewed 
the rationing order as a sane, wel 
thought out procedure, and felt that 
while it may affect the total of ginger- 
bread types, it is certain to benefit 
demand for better grades. 

O’Connor and Goldberg with their 
fourteen store coverage of metropolitan 
Chicago, see a continuance of the recent 
trend for better grades, expect that the 
ration order should help better stores, 
and predict that aggressive merchan- 
dising may maintain a store’s total 
pairage by drawing from other less 
aggressive retail outlets. 

Harry Silver of this firm, says they 
have not bought whites and what they 
sell of men’s white shoes will be carry- 
overs. He predicts the value of a ra- 
tion coupon may divert many from 
whites to longer wearing ventilated 
tans. 

Carl Burgstahler of F. E. Foster Co., 
likes the ration order for its fairness, 
saying that while it may affect total na- 
tional pairage he feels the industry 
will be better off for the long pull. He 
predicts that public behavior will bene- 
fit the government’s objective to prevent 
hoarding while keeping everyone suf- 
ficiently well shod, and many customers 
will be forced now to buy better shoes 
instead of gaudy but flimsy types. 

Charles H. Feltman, speaking for his 
string of Feltman and Curme stores 
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Summary of Shoe Ration System 


How Order No. 17 Operates and Why It Was Necessary 


Consumers buy rationed shoes by using the following 
ration currency: 

1. Stamp 17 in War Ration Book One. This stamp 
will permit anyone to buy one pair of rationed shoes 
during the next four months. 

This stamp is transferable between members of an 
immediate family who live in the same household, pro- 
vided they are related by blood, marriage, or adoption. 

This stamp must be torn out of the War Ration Book 
in the presence of the person who sells the shoes or 
the person who makes the delivery, except when shoes 
are purchased by mail—in which case the stamp must 
be torn out of the book and sent with the mail order. 

2. A Loose Stamp 17 Refunded by a Retailer and 
Accompanied by a Receipt of Refund. This stamp, plus 
the receipt of refund, will entitle an individual to pur- 
chase one pair of shoes from any retailer or any mail 
order firm. They will be issued only in instances where 
a customer returns a pair of shoes which can be, resold 
as new, and the retailer refunds the full purchase price. 

3. A Green Sugar Purchase Certificate Made Valid 
for Shoes. 

a. When this certificate is issued by a local War 
Price and Rationing Board, it will be granted to indi- 
viduals who have no Stamp 17 which they can use, and 
who will suffer hardship if they are not permitted to 
purchase one pair of shoes which they need for occu- 
pational or general wear. 

b. When this certificate is issued by a State or District 
OPA Office, it will be granted to employers or insti- 
tutions who must make group purchases of shoes which 
they furnish (but do not sell) to employees or residents. 

c. When this certificate is signed by an issuing officer 
of the Armed Forces, it will be issued only in cases 
when it is necessary for a member of the Armed Forces 
to make an emergency shoe purchase. (Information 
about this certificate is of no interest to the general 
public, but the trade must be told. about it so that they 
will accept it as regular ration currency.) 

NOTE: Green Sugar-Purchase Certificates made 
valid for shoes are temporary ration currency. In a 
few weeks Local Boards will issue Special Shoe Stamps, 
and State and District OPA Offices and the Armed 
Forces will issue regular Shoe Purchase Certificates. 
The trade buys and sells shoes as follows: 

1. When shoes are sold at retail. 

A Stamp 17 from War Ration Book One must be 
collected for each pair of shoes sold, except when a 
customer presents a green Sugar-Purchase-Certificate 
made valid for shoes. These Stamps and Certificates 
must be kept at the place where the shoes were sold 
until they are taken to a bank for deposit. These de- 
posits will be made when retailers are required to take 
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inventory and open ration bank accounts, a few weeks 
after the beginning of this ration program. This date 
will be announced in the press. 

2. When shoes are bought or sold for resale. 

Shipments should be received and sent as usual. Shoe 
rationing does not interfere with trade orders. War 
Ration Stamps and Shoe Certificates must not be col- 
lected from or sent to any other member of the trade. 

Separate records must be kept of shoe shipments 
made and received. Each of these records must list the 
number of pairs of shoes, the date when shipment was 
made. In addition, records of shipments received must 
give the name and address of the sender, and records 
of shipment made must give the name and address of 
the receiver. 

Ration checks will be owed to suppliers. Members 
of the trade who receive, for resale, shoes that were 
shipped after the effective date of this Ration Order, 
will owe their suppliers ration ‘checks equal to the 
number of pairs they receive. When members of the 
trade open their ration bank accounts, they will deposit 
the Stamps 17 they have collected and also will be 
credited with additional ration currency so they can 
draw checks in payment of these debts. 


How This Ration Order Affects the Trade 
A. Stocks 


In the face of seriously dropping production, retailers 
and shoe manufacturers have been concerned about the 
effects of the continuing boom in retail shoe sales. 

Rationing will curb this boom and bring demand in 
line with supply. It will protect stocks so that dealers 
can continue to have shoes to sell to the millions of 
people who actually need them. 

B. Sales 

If stocks had dropped dangerously low before shoe 
rationing became effective, thousands of retailers would 
have had to lose business because they would not have 
had sufficient shoes to fit their customers properly. 

While the rate of shoe buying under rationing will 
be much lower than it was in 1942, it will still be 
higher than in any year before 1936. 

The sales which shoe rationing has cut out of the 
market are multiple sales to consumers who purchase 
far in excess of their actual needs. However, if shoe 
rationing had been postponed to a later date, consumers 
could not have been permitted to purchase at the rate 
of one pair in four months. The rate of purchase would 
have had to be cut so drastically that it would have 
caused the shoe trade to suffer a serious loss in volume. 
C. Operations 

Every effort has been made to develop a workable 

[TURN TO PAGE 24, PLEASE] 


19 






























NEVER since style and color cvordination entered into 
mass marketing back in 1922 has the small town and 
neighborhood store had such a break as in this year of 
1943! The customer cannot hop into the family car and 
make a casual afternoon shopping trip to that big town 
a dozen or more miles away; even getting to the down- 
town center from the outskirts of a large town involves 
discomfort and inconvenience in crowded transporta- 
tion. If she takes the trouble to travel by train or bus 
to the big town, she will find more limited style and color 
ranges than in the past. Chances are that her demands 
will be for simpler, more practical styles, anyway. With 














OPPORTUNITY 





KNOCKS for 


Gas Rationing and the Ban on Pleasure 
Driving Have Opened Up a New Marke 
for the Neighborhood Store. Here Are 
Hints on How to Make the Most of This 
Opportunity. Now Shoe Rationing 
Aids Store Selling Fit and Service. 


Unit display idea adapted from an ad by 
a New York store. Use color swatches to 
emphasize appropriateness of Turftan 
shoes. Back card is Spring green; front 
card white, lettered in brown. 


no need for spreading sizes too thin over a lot of fancy 
styles, the small store can have complete size ranges in 
the fewer styles he does show. 

A one or two-man store, Mr. Small hasn’t the help 
problems that trouble Mr. Large. Since fitting is a mat- 
ter of individual experience and understanding, he can 
give service that is most welcome now. His location 
near the customer’s home permits her to stop in during 
the less busy periods when she can get unhurried atten. 
tion. 

Altogether, the small merchant, alert to possibilities, 
has the best opportunity he has ever known to build a 
lasting increase in his business. BUT—he is going to 
find that “forced in” business of people who have only 
the inconvenience of going elsewhere as their reason for 
trading with him, isn’t necessarily permanent business. 
There must be good reason for their liking the store 
when they do come in. 

One of the first things to do is to check store appear: 
ance. Right now, the store should be brightened up as 
far as possible under wartime restrictions. Awnings, 
window frames, and doors should be checked. Even an 
old front can look spic and span for the price of a can 
of paint. If all the painters have gone into service, paint 
it yourself! 

Check up on your windows. Put in neutral back- 


grounds in a seasonal color. New water-color paints 


A plain background made of a series of 
well-fitted, reversible panels, painted white 
front and Spring green back, helps to con- 
centrate attention on unit displays in win- 
dows, each unit planned to accent a special 
selling idea. This is the most flexible. 
easiest handled and most effective type o/ 
display the smaller store can use. 
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Small Townand Neighborhood Stores 





THE LONGER You 
ARE ON YOUR FEET 
THE MORE YOU WILL 
APPRECIATE STORE 
NAME SHOES, FITTED 
THE STORE NAME WAY - 











make it easy. If you need a background, try using 
Upson board panels, mounted on wood frames, so they 
are movable. Use three, five or seven panels, according 
to the size of the windows, centering the odd panel. 
lf you can, cover both sides of the frames, painting one 
side Spring green and the other white. Thus, by re- 
versing part or all of the frames, you can get new effects. 
These backgrounds can also be repainted and will give 
good service. 

Such backgrounds allow for “point of display” ac- 
cent. Different types or colors or uses can be accented 
by using unit groups, with a show card or other accent 
with each unit to dramatize the selling idea. Instead 
of having a general window display, you can have a 
new look every time the window is changed; you can 
change part of the window at a time, because the unit 
plan automatically divides the window into several sec- 
tions, without using window dividers. Each unit carries 
a definite selling message to the window shopper, thus 
giving you what amounts to several windows. 


Quarter-yard swatches of Spring prints are slipped 
through slots in the white panel. The green lettering 
is on a white card fastened to the back of the panel. 
Letters can be cut-out. Shoe to blend with back- 
ground color can be set on each fabric swatch. 
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Se eh a a 


by 
Rn. E. ANDRUSS 


The cut-out clock face with pictures 

of women doing EDV O, shop or home 

work accents the message of this unit 

panel: “The longer you are on your 

feet, the more you will appreciate 

store name shoes fitted the store name 
way.” 





lf you are located in a dim-out area and need good 
night illumination, the celanese curtain idea is practical. 
These transparent black curtains can be seen through, 
but cut the sidewalk glare by 75 per cent. Another plan 
would be to use a “shadow box” diagonally across the 
[TURN TO PAGE 30, PLEASE] 
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Timely Tips on Fitting Feet 






By the use of pictures and drawings 
of the Right and Wrong Way to Fit 
Children’s Feet, you can prove to 
parents that Misfitting May Cause 
Them to Sustain Deformities. 





ACUTE CASE 








CHAPTER II IN A SERIES 
by PATRICK A. MORGAN 
MEASURING AND FITTING 


THE feet of a baby are protected by a cushion of fat 
that makes it appear to be flat-footed. As the child 
grows, kicks its feet and begins to toddle, the ligaments 
and tendons develop and the arch appears. We have all 
seen doting mothers pull stockings on her baby’s feet 
that were so short the heel of the stocking was in the 
middle of the arch of the foot and little toes were 
cramped into an insufferably small space. Then she 
buys its first shoes from a dry goods counter and for a 
couple of years those tender forming feet are jammed 
into shoes that curl the toes up into unnatural balls that 
require years of expert shoe fitting to uncurl. Then, in 
all probability, the child goes through school with 
short ill-fitting shoes that do irreparable damage. That 
is one reason why 60 per cent to 70 per cent of the 
feet of our boys who arrive at Army induction centers 
are not only imperfect but actually defective. 

Literally hundreds of times, mothers refuse to per- 


22 


mit their children’s feet to be fitted, saying: “Oh, that 
LOOKS too long, take it off.” Quite often, children’s 
feet are not given the attention they should have in 
fitting until some defect becomes noticeably painful. 
Then the shoe fitter is expected to do the impossible in 
performing a miracle of foot correction in a few weeks. 
Most of us are born with perfect feet. The imperfec- 
tions are forced upon them in the first few years of 
their lives. Mothers would hold up their hands in 
horror if they heard of someone mutilating their chil- 
dren’s bodies with a knife, yet they go blithely along in 
their ignorance forcing deformities on the feet of their 
children that are just as painful and far more incor- 
rectable. 

The only possible cure for this misconception is an 
educational program for parents. By the use of pic- 
tures and drawings of the right and wrong way 

[TURN TO PAGE 27, PLEASE] 


Boot and Shoe Recorder 





The 
TELLI 


Februa: 





« What’s in a Name? » 
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Rationing Brings the Answer. 


EVERYTHING! 


3:00 P. M. Sunday, February 7th, Shoe Rationing comes to America 
through an order by Economic Stabilization Director Byrnes. Three pairs 
a year, that’s the figure; but rationing means more, much more than that 
to you and to every person who makes, sells or fits shoes. 


For, with that rationing order, your GOOD NAME, and that of the 
manufacturer whose shoes you sell, are placed under the brilliant white 
light of more exacting public scrutiny. NOW, the shoes you sell, must be 
more than just GOOD shoes. THEY MUST BE THE BEST SHOES THAT 
YOUR CUSTOMER CAN AFFORD TO BUY IN EXCHANGE FOR HIS 
OR HER RATION COUPON. 


How will you know what is best? By their names, and by your experi- 
ence with them, and by remembering, always, that: 


NOW more than ever before, your customers will insist on 
labeled merchandise, your own, or that of a reputable manu- 
facturer; for labeled merchandise means better shoes, sold by 
a merchant and manufacturer with an investment to protect. 


NOW more than ever before, you and your source of supply 
must guard zealously the investment you have in an established 
reputation for the “best quality procurable”. 


NOW more than ever before, the manufacturer with an invest- 
ment in reputation will value the good will of his dealer, as 
well as his consumers. He will address to you periodic messages, 
reasons why his shoes are better for your customers, and better 
for you to sell them. These messages from him are vital to the 
conduct of your business under rationing. Look for this new 
kind of informative, “reason why”, advertising in this and 
every issue of Boot and Shoe Recorder. 


BOOT ann SHOE RECORDER 


A Chilton © Publication 
100 EAST 42nd STREET © NEW YORK CITY 


of a Series of Advertisements in BOOT and SHOE RECORDER 
TELLING YOU OF THE PART YOU MUST PLAY IN THE SHOE RATIONING PROGRAM 
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Summary of Shoe Ration System 


[CONTINUED FROM PAGE 19] 


system which will enable the trade to conduct its busi- 
ness profitably in line with both the letter and the spirit 
of the ration order. This shoe rationing plan is simple. 

1. Shoe sales and shipments are frozen for one day 
only. 

2. There is no interference with shoes which were in 
transit at the time this ration order became effective. 

3. No complicated records or recordings are re- 
quired. Most members of the trade have always kept 
a record of the shoes they shipped and received, and 
this is all they are required to do during the period 
before they open a ration bank account. Ration banking 
itself is very simple and eliminates the necessity for 
detailed records and reports. 

D. Cooperation 

This is a program which affects every customer in 
America, and trade cooperation will, to a large extent, 
determine whether or not shoe rationing proves to be 
a practical, workable program. 

Sales people have a great responsibility to their cus- 
tomers. Manufacturers’ sales people must know the 
details of this rationing program so they can answer 
questions from the retail trade which, as always, will 
rely on them for advice and information. 

Retail sales people have even a larger responsibility. 
They must know the details of this rationing program 
so they can interpret, answer the questions of millions 
of customers in every part of the nation: 

1. They must be able to explain why rationing be- 
came effective at a time when adequate stocks were still 
on hand. And why customers cannot buy as many pairs 
as they want, even though they can see ample stocks 
of shoes on dealers’ shelves. 

2. They must know what shoes are rationed and what 
footwear is not affected by this ration order. Ration 
currency must be collected for every pair of rationed 
shoes sold, and no ration currency must be collected 
when a customer buys any unrationed footwear. 

3. They must know about the special shoe ration so 
they can tell customers when they are eligible to apply 
to the local Board for a special permit to buy shoes. It 
would be a great service to customers if every sales 
person knew the exact address of local Boards to which 
their customers should apply. 

4. They must be more careful than ever before about 
correct fitting, and must always endeavor to sell cus- 
tomers the type of footwear which will best fill their 
needs. This type of selling on the part of sales people 
will win customer confidence for their stores, and will 
also be a patriotic service to the nation. 


Additional Facts on Supply and Demand 


I. The most serious shortage is in heavy sole leather. 


24 


The five top grades of sole leather are reserved for 
our Armed Forces. 

Many of the largest shoe manufacturing plants have 
turned over their output to military production, and in 
1942 the number of military shoes produced was 169 
per cent more than in 1941. During the last six months 
in 1942 about one out of every ten pairs of shoes made 
in America was for our fighting men, and this quantity 
will increase as more and more men go overseas for 
combat duty. 

Every man who landed in North Africa carried three 
pairs of shoes, and ample reserve stocks were sent with 
these men because 17 out of every 100 men will have 
to have a new pair of shoes each month. 

This shortage in heavy sole leather cannot be made 
up by an increase in imports. 

Today shipping difficulties, enemy submarines, and 
the pressing demand for available space in ship bot- 
toms, makes it impossible to rely on any additional 
quantity of cattle hides from abroad. 

This shortage in heavy sole leather cannot be made 
up by producing more shoes with rubber soles. 

The rubber situation is one of the most critical short- 
ages this nation has to face. Instead of being able to 
produce more shoes with rubber soles in 1943, we will 
be able to produce far less than we did before the war. 
II. The next most serious shortage is manpower. 

Since March, 1942, there has been an 8 per cent de- 
crease in the number of workers in the tanning industry 
and a 9 per cent decrease in the number employed in 
the manufacture of shoes, and the loss in both of these 
industries cannot be measured in numbers alone. 

Many of the men and women now employed are new 
at their jobs. They are untrained and cannot match 
the fast production of experienced craftsmen. This 
growing manpower problem adds to the wartime squeeze 
on material available for the production of civilian 
shoes. The result is that manufacturers will be able to 
produce only about 360 million pairs of civilian shoes 
this year, compared to about 480 the year before the 
war. 

III. Americans have been buying shoes faster than 
manufacturers can make them. 

During 1942 people in America bought more shoes 
than ever before in the history of this country—civilian 
purchases totaled over 450 million pairs. If this rate 
of buying had continued throughout 1943, at least 100 
million pairs of shoes would be taken from inventory 
reserves, and this would have made them dangerously 
low. 

Fortunately, there still is an adequate inventory re- 
serve of shoes, but this inventory is not great enough 
to withstand a continued onslaught of excessive “first 
come, first served” purchasing. 
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FORTUNE-FIRST TODAY 





AND IN THE FUTURE--- 


>> With more Fortune Shoes sold today by independent retailers than any other 


brand in the same price field, it follows that Fortune dealers are doing a larger bus- 





iness in this price field than any other group. There must be a reason for this leader- 


ship. We believe it’s because both dealers and consumers can always depend on the 


style, fit and value of Fortune Shoes—a confidence built through distinctive adver- 


tising and actual consumer satisfaction with the product. America’s leader today 


.. and doing the planning today to see that Fortune is first tomorrow! 


RICHLAND SHOE COMPANY - NASHVILLE - TENNESSEE 
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Every day thousands of feet join the 
march of women in war activities. Women in 
the services and in war plants need “fit for 
action” feet and “fitted for action” shoes. 
Shoes which must give protection against 
injury as well as protection against fatigue. 

On the home front women are walk- 
ing more... to save gasoline and tires, to do 
their part in Civilian Defense, for shopping, 


for health and recreation. 


UNITED LAST COMPANY 
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These are the determining influences 
in a woman’‘s war-time choice of shoes... 
sign posts pointing to the production of more 
and more lower heel types. 

In retail stores everywhere the shoes 
of many manufacturers are maintaining 
their reputation for fine fit in all sizes and 


widths because they are made 








over United Lasts. 
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140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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present said: 


ticular time on, unrationed.” 


y stand up and say: ‘It is as much a privilege for 
e retailer to buy from us as it is a privilege on our 
to sell to that retailer.’ There is no bargain that 
not good for both sides. Loyalty on the part of the 
ufacturers will govern, to a great extent, the con- 
of the retailers. Root up abuses by unity.” 
7 Shoe men haven’t had time enough to test rationing 
gut on the public or to have any opinion worth knowing. 
Ws going to take weeks and months to work this thing 
along into a smooth-functioning pattern of business. 

At the big meeting held in New York, on February 8, 
the emphasis was put upon frozen stocks. The assump- 
fion was that there would be frozen stocks—i.e., novel- 
fies, play shoes, beach wear, etc. The OPA executive 
“OPA will review merchandise that is 
frozen in your stocks and will, from time to time, tell 
you—by consent as a result of application and approval 
by the national office in Washington, that that particu- 
lar type or those particular goods are, from that par- 
Remember those words. 
They are important for that may be your opportunity 
to sell footwear that has many days of “use” wear in 


A New Method of Shoe Rationing 
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a “free” market. For mark you well, no nation—much 
less the United States—is going to keep any “foot wear- 
ables” on the shelves and out of use simply to penalize 
merchants and deny people the satisfactions that come 
in those extra shoes. 

As the OPA executive put it: 

“I believe that with the cooperation you have shown 
and with our express desire to cooperate with you and 
your problems, that this program will work smoothly 
and we will iron out the kinks as we go along. Remem- 
ber, we are doing this together.” 

There is much more to come, but at this mo- 
ment remember you can make a living and a 
profit in this restricted period providing you 
accelerate your turn-over . . . serve more custom- 
ers better and keep strictly within the letter of the 
law. The shoe business will be reduced in some 
stores almost to the breaking point, but the mer- 
chant who has held on to his customers, served 
them well, can build on this nucleus a friendship 
with others who want the same thing and now are 
able to get it with their precious Coupon No. 17. 











parents that the misfitting of children’s 
feet may cause them to sustain deform- 
ities that will last them for life. Every 
parent should be given a course in Prac- 
tipedies that would leave no doubt in 
his or her mind as to the consequences 
to the child of misfitted shoes AND 
stockings during the formative years. 
Since this is impractical in a shoe store 
ina limited time, it is well to spend at 
least a few minutes in giving the parent 
this information as fully and as speedi- 
yas possible. If they are sufficiently 
‘wared” they will see to it that their 
iispring are brought to the proper 
place for correct fittings, and this is 
what the shoe industry is striving for. 
The adult mind retains more of its 
karning from the High School period 
than it does from any other period of 
youth. Therefore it would seem that 
aything so vital to bodily and mental 
welfare as the fitting of feet should be 
taught in a High School course for the 
benefit of the individual. Our educa- 
‘ional system has practically eliminated 
cy within our borders yet we go 

® permitting the individual, through 
gmorance of his feet to continue the 
Process of malformation on the pedal 
&tremities. This condition, it is hoped, 
will be remedied by the gradual dissem- 
ation of information by the shoe fit- 
ters and that those who now are be- 
‘ming a part of this vast industry wil! 
work wholeheartedly toward the end 
that the public may become properly 
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to fit children’s feet you can prove to 


Timely Tips on Fitting Feet 
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informed about its feet and the neces- 
sity for correctly fitting them. 

Within the past year at least one na- 
tionally known speaker from the medi- 
cal profession made the statement that 
anyone could be taken off the street, 
handed a size stick and an order pad 
and immediately he became a full 
fledged shoe fitter. There was no uproar 
or counter claim from the shoe indus- 
try to this statement carried in the na- 
tion’s daily papers. Yet we of the shoe 
industry know that this is not true. We 
train raw recruits from time to time to 
be sure as does every other industry, 
but these raw recruits are trained under 
the supervision of experienced shoe fit- 
ters. Nevertheless, this is, perhaps the 
conception of the genera! public until 
they are benefited by the experienced 
fitters who have been so grossly sland- 
ered. For years the writer has been 
advocating a combined publicity cam- 
paign by manufacturers and dealers to 
educate the public to a realization of 
the necessity for shoes correctly fitted 
from infancy. This information should 
include, besides a study of the foot, the 
reasons for the necessary correct fit- 
ting, the bad effects of incorrect fitting 
and the whole category of cause and 
effect. Very little has been or will be 
gained by small pamphlets distributed 
by individual dealers. 

It is not hard to convince one who is 
suffering acute foot discomfort. It is 
another matter to convince those whose 
feet have not “gone down for the count.” 


Parents do not know WHY children’s 
feet should have room to grow and func- 
tion within the shoe. There are still 
far too many adults who do not know 
WHY or how their shoes should be 
fitted as they should be. It is our job 
to convince them and to keep our job 
on its proper professional plane. They 
may know that their shoes should be 
properly fitted but they do not know 
what is a correct fit. No physician, oc- 
culist or other professional man will 
guarantee results. They will not com- 
mit themselves. When a foot sufferer 
comes to you with his problems after 
years of disdaining the advice and coun- 
sel of professional shoe fitters, explain 
to him that it has taken him years to 
get his feet in their present condition 
and certainly they cannot be corrected 
over night. Be professional, pleasant, 
courteous but remain adamant on this 
one point—YOU are to FIT the shoes, 
not he. 

Correct fitting is not only a cure-all, 
it is also a preventative of most of the 
discomforts that beset mankind. Those 
who have had correct fitting from in- 
fancy have no foot trouble, from shoes 
or fitting. There are few, however, who 
have not at some time or other fallen 
victim to a style trend and almost ir- 
reparable damage may result from this 
wandering from the righteous path of 
correct lasts. Just arch your wrist, 
placing thumb and forefinger on a table. 
Now press up and down and you will see 
the action that takes place in the foot 
in walking. What you cannot see is that 
the toes need ample room to spread out 
naturally in the shoe without friction. 
(Chapter III follows in an early issue.) 
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Official Announcement of Shoe Rationing 


compares with about 440,000,000 
pairs for 1942. 

Only one possible alternative to 
rationing was advanced. That was 
to compel manufacturers to pro- 
duce shoes that would be so unat- 
tractive that people would not buy 
them unless absolutely needed. This 
would have upset the industry com- 
pletely and have meant virtally 
dictating to people the kinds of 
shoes that they should wear. Even 
then, experts of the _ industry 
doubted whether such measures 
could do more than postpone the 
need for rationing to a less favor- 
able time. 

In 1942 Americans bought ap- 
proximately 450,000,000 pairs of 
shoes, more than ever before in our 
history. People did not need all 
these shoes but bought them be- 
cause they had money to spend. For 
1943 likely demand was. calculated 
at more than 100,000,000 pairs in ex- 
cess of production. 

With demand so greatly in excess 
of production, rationing was cer- 
tain to come. It was a question only, 
should it be done sooner or later? 


Adequate Inventory An Asset 


The existence of adequate inven- 
tories is a “Rock of Gibraltar” for 
any rationing program. With shoes, 
there is the added problem that 
retailers must have a_ balanced 
variety of sizes and fits to care for 
customers comfortably. If inven- 
tories were permitted to be drained, 
the stocks of shoes in different 
stores and different parts of the 
country would become unbalanced. 
Persons with plenty of cash and 
plenty of time to shop would get 
more than their share. War work- 
ers, farmers and busy housewives 
might be unable to find shoes that 
fitted them. Millions of pairs of 
shoes would disappear uselessly into 
the closets of hoarders. 

We, then, would be forced to ra- 
tion under the worst possible cir- 
cumstances. The ration would be 
low. Harsh and complicated re- 
strictions would have to be imposed. 
There would be no certainty that 
all the people could get all the 
shoes they comfortably needed. 

Nothing could be gained by de- 
laying rationing. But much could 
be lost. 


No Leather Increase in Sight 


An appreciable increase in civilian 
leather supplies could not be looked 
for. Shipping difficulties limit the 
quantities of hides that can be im- 
ported. Enemy submarines imperil 
the hides that are shipped. Only a 
small additional increase can be ex- 
pected in the number of cattle 
slaughtered. Only limited quanti- 
ties of reclaimed rubber are avail- 
able for making rubber-soled shoes. 

For the last six months of 1942 
about one out of ten pairs of shoes 
made in this country were for our 
fighting men. Each American sol- 
dier landing in North Africa car- 
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ried with him or in his bag three 
pairs of shoes; replacements are 
figured at the rate of seventeen 
pairs a month for every 100 men. 

On Jan. 1, 1943, civilian-shoe in- 
ventories, other than in the hands 
of consumers, were estimated to be 
equivalent to five to six months’ 
supply. By rationing now, while 
stocks are adequate, the Office of 
Price Administration is able to 
offer a generous ration and to em- 
ploy a simple, flexible scheme which 
would involve only a minimum of in- 
convenience. 

By making the shoe stamp trans- 
ferable within the immediate fam- 
ily, families can buy shoes for those 
members who need them most. If 
a man’s stock of shoes is particu- 
larly low he can use the stamp of 
his wife, who may not need to buy 
shoes during the next four months. 
Either parent can use his or her 
stamp to buy an extra pair of shoes 
for a son or daughter. 

The special shoe-purchase certifi- 
cates will be issued to meet such 
conditions as: A person not having 
more than one pair of wearable 
shoes; where shoes have been lost 
in a flood, fire or by theft; for 
persons with jobs particularly hard 
on shoes, like mail carriers and 
policemen; where a change of job 
requires a new pair of shoes; for 
expectant mothers who need ma- 
ternity shoes. 

With shoes being rationed, the 
public is entitled to feel that every 
reasonable measure has been taken 
to see that the most effective use 
is made of the critical supply of 
leather. In a few days the War 
Production Board will issue a limi- 
tation order designed to accomplish 
this. Among the things the order 
will provide are: 


Colors Reduced to Four 


1. The number of colors will be 
reduced from six to four—black, 
white, town brown and army rus- 
set. Gold and silver and all two- 
tone shoes will be prohibited. 

2. Heel heights in women’s shoes 
will be shortened so as not to ex- 
ceed two and five-eighths inches in 
height. Leather boots will be limit- 
ed to ten inches in height. Leather 
platforms on women’s shoes will be 
cut down. The reduction in these 
platforms alone, it is estimated, 
will save a foot of leather in each 
or more than 15,000,000 pairs of 
shoes. 

3. No heavy-duty leather will be 
allowed for the production of any- 
thing but work shoes. 

4. Several kinds of shoes using 
leather suitable for more essential 
tvves of shoes will be discontinued. 
This will include many sport 
shoes, men’s patent leather shoes, 
women’s formal evening slippers, 


men’s sandals, metal spike golf 
shoes. 
5. Straps, fancy tongues, non- 


functional trimmings, extra. stitch- 
ing, leather bows, etc., will be 
dropped. 


Production of rationed types of 
shoes for 1943 is forecast as under 
300,000,000 pairs. Under the ration- 
ing, shoes will be distributed at a 
rate considerably in excess of this, 
It is possible because our shoe 
stocks are large and because sim. 
plified styles will permit additional 
shoes to be produced and enable 
retailers to get along with smaller 
inventories. 

Manufacturers will also be en- 
couraged to develop shoes using lit- 
tle or no leather and which may be 
offered ration-free. 

Infants’ soft-soled shoes, house, 
boudoir and ballet slippers are not 
being rationed because they require 
little or no hard-sole leather. The 
exemption of infants’ soft-soled 
shoes has the further advantage of 
enabling parents to obtain shoes for 
new-born children without going to 
rationing boards. Hardsoled slip- 
pers are not being rationed because 
the future use of sole leather suit- 
able for street purposes in such slip- 
pers is being prohibited. Leaving 
them out of rationing will enable re- 
tailers to dispose of the stocks they 
already have. 


The Case of Orthopedic Shoes 


A person requiring orthopedic 
shoes uses his stamp as if purchas- 
ing regular shoes. If his stamp is 
gone and no other stamp of an im- 
mediate member of the family is 
available, he applies to the ration- 
ing board for a special shoe-pur- 
chase certificate. All health needs 
will be adequately cared for through 
these special certificates. A blanket 
exemption for so-called health shoes 
was found impractical, since a great 
part of the regular shoe business is 
in so-called health shoes. 

Special-purchase provisions will 
be made for employers, charitable 
institutions, schools and so forth 
which furnish—not sell—shoes to 
their workers or residents. The Red 
Cross, for example, will be able to 
make mass shoe purchases to relieve 
areas stricken by flood; workers who 
have been receiving safety shoes 
from their employers will continue 
to do so. 

Because shoes are easily hoarded, 
it was particularly important -that 
there should be no advance warning 
of the rationing. Accordingly, the 
Office of Price Administration re- 
duced its plan to the simplest form. 
With other commodities it has been 
necessary to precede rationing with 
a fairly lengthy “freeze” period dur- 
ing which no purchases could be 
made so retailers could have time to 
build up their stocks. 

With shoes, there will be only one 
“freeze” day, tomorrow, when all 
storekeepers will separate their ra- 
tioned and unrationed footwear and 
no sales of rationed shoes will be 
permitted. On Tuesday normal sell- 
ing of rationed shoes will be re- 
sumed. 

All the necessary forms and in- 
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~ The Dawn of a New Day 





--- through the clouds of war will come the 


sunshine of peace... with new opportunities 


arte we win the peace, we must 
win the war, but America’s will- 
to-win brings Victory nearer... day 
by day. While fighting, working and 
hoping, we must plan for the richer, 
fuller tomorrows. 


War has fostered countless miracles 
of invention, technology and pro- 
duction. Turn these miracles to im- 
proving our peace-time way of life 
and fantastic dreams become com- 
monplace realities. 


tobeily 


Tomorrow’s world will be one of 
faster action. Expanded markets, new 
wants and needs will place greater 
obligations on our shoe industry. 


Invariably, as in the past, through 
peace and war, boom and depression, 
shoe retailers will again look to 
Roberts, Johnson & Rand for the 
latest developments in good shoes, 
priced to meet the demands of the 
big majority. This is a trust we shall 
not fail at the dawn of a new day. 


Kus 


Division of 


International Shoe Company 


SAINT LOUIS 


STAR BRAND « POLL-PARROT * HEEL LATCH *« UPTOWN SHOES 





s 





Opportunity Knocks 
For Small Iowa Stores 
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back corner of the window. Illuminated, 
and with a dim-out curtain across the 
front, these shadow boxes will be very 
effective, when the rest of the windoy 
is dimmed out or completely darkened, 

Do a brightening up job in the store 
too. Make it look different. The ney 
watercolor paints mentioned before 
make changing wall colors easy and jp. 
expensive. Seating arrangement can be 
changed, and display spots opened up 
in the shelves, even in a small store, 
Surprise your 1943 customers with the 
bright newness of your store. In a 
smaller town, folks talk about such 
things, and that means free advertising, 

In your brightening up include ip. 
store displays that really mean some. 
thing—a message in every display—not 
merely shoes put here and there. In 
other words, its time to do a merchan- 
dising job to sell customers shoes they 
really need. You don’t need a lot of 
money. You do need imagination, ob- 
servation and study, plus the energy 
and willingness to use all the slack pe. 
riods to do the actual working out of 
the ideas. Got to watch the store? Not 
enough space in the back? Have to 
work down cellar? All you require is 
a table space or shelf set against the 
wall, about five feet long and three feet 
wide, with some shelves below, so that 
you can work out one unit idea after 
another. Of course you’ll want a file or 
scrap book of some sort to hold the ad- 
vance ideas. 

On a full sheet of cardboard letter 
the heading “Turftan Calf — Store 
Name’s new go-with-everything shoes.” 
Then add, “Sleek and glossy with your 
new grays, beiges, greens and navy 
blue.” On the card paste small swatches 
of materials in the colors you list. You 
can get them locally after checking with 
the local apparel stores. Or you can 
make color splashes with show card col- 
ors, or even small cuts of paper in the 
correct colors. In your unit set-up show 
several shoes in Turftan calf, and use 
magazines opened to pages showing suit 
pictures. Mount the pages on a card, 
and letter across them the message 
TAKE GOOD CARE OF THEIR 
FEET TOO! for a children’s shoe unit 
display. You'll find ideas everywhere 
for these unit displays that you can 
work up and install readily in your 
windows, and later use in the store. 

Now about sizes. Did you read “Know 
Where You’re At” in REcorpER, Janu- 
ary 9? It suggests simple stock plans, 
and the frequent re-ordering from in- 
stock lines. On page 12 of the same 
issue, E. J. Fanning of Oak Park, IIL, 
suggests an idea for size exchanges 
among dealers in the same area. Also 
read “Make Your Small Ads Stand 
Out” in RecorperR, January 2, and 
“1943 Angles on Shoe Promotion,” RE 
CORDER, January 16. 
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HiS WEEK IN 


NATIONAL NEWSe 





New YorkK—More than four thou- 
sand shoe men crowded into the Hotel 
Pennsylvania, Monday night, filling the 
ballroom, balconies and all of the aisles 
in overflow to get “on-the-spot” infor- 
mation about the shoe rationing order 
from OPA executives. The meeting 
was held on the only non-shoe-selling 
day in American history, Feb. 8. 

The meeting was called by Samuel G. 
Staff, president of the Shoe Retailers’ 
League, an organization of New York 
shoe retailers in the five boroughs of 
New York. President Staff placed a 
two-column box ad in the New York 
newspapers, to reach every retailer in 
New York, New Jersey, Connecticut and 
within riding distance of New York. 
The first actions of the meeting were— 
the Shoe Retailers’ League promised 
100 per cent adherence to shoe ration 
regulations, and Samuel Lowenthal, 
representative of the Retail Clerks 
Unions of Brooklyn, Queens, Nassau, 
Suffolk and Richmond counties pledged 
the complete cooperation of all clerks 
at the fitting stool. 

Julius Ritter, Regional Chief of the 
New York Rationing Division of OPA 
talked for nearly an hour on all of the 
problems as they pertain to the cus- 
tomer, the ration coupon, the merchant 
and the follow-through to the manu- 
facturer through the ration bank sys- 
tem, which will be in operation in about 
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six weeks. He gave a decided emphasis 
to the need on the part of the merchant 
of keeping his ration stamps as a form 
of currency, even more important than 
dollars. He said: “Count them. Tally 
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Emergency Mass Meeting Hurriedly Called by President Staff, 
of Shoe Retailers League, Fills Hotel 
Pennsylvania Ballroom 


them. Guard them as you would your 
life. Lock them up in the safe before 
you go home at night. When the second 
phase of rationing goes into effect you 
will need these stamps to discharge your 
obligations and to continue in business. 
Without them you are out of business. 

“When the second phase of the pro- 
gram goes into effect, you will be asked 
to furnish an inventory on a form which 
will be furnished to you. (We will tell 
you where you can get the forms at that 
time.) You will find out the inventory 
and you will file that inventory with a 
bank in your community—a bank of 
your own choosing—preferably » bank 
that you deal with in dollar curr¢.icy 
and at that time you will receive, based 
on a predetermined formula, what will 
be known as an Inventory Allowance, 
which means that you will get addition- 
al ration currency to enable. you to 
bring down from your supplier the 
goods that you need to do business with. 

“You will open up a shoe rationing 
account with that bank. You will at 
that time deposit the No. 17 Ration Cou- 
pons that you will have collected be- 
tween Feb. 9 and that time, along with 
any certificates that you may have col- 
lected and you will also have credited 
to that same ration banking account the 
additional inventory allowance that will 
be given to you (maybe 50 per cent of 
your ‘then’ inventory as coupon capi- 
tal—editor’s note). 

“Now you are in the ration currency 
business and you have an account for 
a thousand, ten thousand, forty thou- 
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New York Shoe Men Get Rules on Rationing Shoe Production Rose 
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WASHINGTON, D. C.—Production of 
boots, shoes and slippers, other than 
rubber, in December totaled 38,182,365 
pairs, 8.4 per cent higher than the pro- 
duction in November, and 0.7 per cent 
lower than that in December, 1941, ac- 
cording to a monthly release by the 
Department of Commerce, Bureau of 
the Census. Output for the twelve- 
month period, January through Decem- 
ber, amounted to 481,773,545 pairs, 3.3 
per cent lower than the figure for the 
same period in 1941. 

Production of government shoes, both 
dress and work types, came to 3,714,- 
832 pairs in December, higher than the 
figure of 3,423,550 pairs in November, 
and much higher than the figure of 
1,736,783 pairs which were produced in 
December a year ago. Production for 
the year in these types rose 165.7 per 
cent over the 1941 figure to reach the 
mark of 40,607,781 pairs. 

Output of men’s dress and work shoes 
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Mee ss: 
Good Will 


Service 


to Your Customers 





and New Profits for You... . 


They want to know how to 
keep boots and shoe lasting 
longer. You can honestly tell 
them to use LEXOL, the self- 
penetrating leather conditioner 
sold by many other shoe stores 
and departments. 


LEXOL eases up new shoes, 
keeps them from cracking and 
makes them damp-proof. Pre- 
vents damage from mildew or 
perspiration. After LEXOL, 
shoes take and hold any polish 
or whitener. 


Your findings jobber has or can 
get LEXOL for you, or order 
direct. Ask us for posters and 
the imprinted folder “Good 
Shoes Deserve Good Care.” 
Sell LEXOL, easy to get and 
easy to sell. 


3 oz. (25¢) size, $1.80 doz. 
Pint ($1.00) size, $7.20 doz. 


THE MARTIN DENNIS CO. 


880 Summer Avenue, Newark, N. J. 


In Canada 
Parker & Jones, Ltd. 
821 W. Pender St., Vancouver 
Berbak Ltd. 
184 Bay St., Toronto 





Boston, Mass. — William F. Bond, 
| foreman of the colored patent leather 
| department, John Mercon, export man- 
| ager, and Edward Goldfarb, credit man- 
| ager, were the guests of honor at a 
| banquet held at the Hotel Kenmore re- 
| cently, and attended by the entire Co- 
| lonial Tanning Company staff, headed 
by Joseph Kaplan, president, Kivie 
| Kaplan, vice-president, and Archie 
Kaplan, treasurer. 

After an excellent dinner and musical 
entertainment Kivie Kaplan, represent- 
ing the company, presented the honor 
guests with handsome gifts in recogni- 
tion of their long service with the or- 
ganization. Mr. Goldfarb has been as- 
sociated with the Colonial Tanning 
Company for eighteen years, Mr. Mer- 








Colonial Tanning Co. Honors Staff Members 





Left to right—William F. Bond, foreman of the colored patent leather department; 
John Mercon, export manager; and Edward Goldfarb, credit manager of Colonial 
Tanning Company at the dinner held recently. 


con and Mr. Bond for fifteen years, 

Joseph Kaplan briefly reviewed the 
company’s progress since its inception 
nineteen years ago, and feelingly com- 
mented upon the good fellowship and 
esprit de corps which were evident 
through the evening. 

Feature of the after-dinner enter- 
tainment was the showing by Archie 
Kaplan of colored moving pictures 
showing company activities, including 
many annual outings, and several reels 
taken by him while on a trip around 
the world. 

Among the forty odd guests were 
three of the eighteen former employees 
now in the armed services, this latter 
number comprising thirty-one per cent 
of the entire Colonial staff. 





| Rochester Considers 
| Rationing Liberal Allotment 


| ROCHESTER, N. Y.—Shoe rationing 
reports coming to this former footwear 
capitol on a Sunday afternoon, caused 
much discussion, but no alarm. Re- 
| tailers generally concluded that three 
| pairs of shoes a year is quite a liberal 
| allotment (provided they can get them 
| to sell). In fact, one of them—the 
| B. Forman Company—came out with 
| a Monday morning display advertise- 
ment headed: “Three Pairs of Shoes 
Are Plenty.” Other retailers talked 
along similar lines; shoe manufacturers 


| thought rationing would give them a 


chance to catch up on orders, and pros- 
pective customers did not appear to be 
disheartened, especially the women, as 
they talked of getting along with fewer 
pairs of shoes. 

Louis C. Weld, head of the G. W. 
Chesbrough shoe manufacturing com- 
pany said: “Some firms have been ra- 
tioning by delivering only quotas on 
orders, based on last year’s sales, to 
retailers. The rationing order should 
relieve the pressure on those manufac- 








turing shoes.” 


Henry W. Cook, president of the 
A. E. Nettleton Company, shoe manu- 
facturers, of Syracuse, said: “Rationing 
as applied to shoes is merely a fair 
distribution, adding that there is 
neither an over-abundance nor a scar- 
city of footwear, but that getting labor 
and materials has been the main con- 
cern of the firm in recent months. 

P. J. Sullivan, general manager of 
E. W. Edwards & Sons: “Any rationing 
program is intended to cut down the 
consumer’s portion of a commodity. We 
will have to open a lot more repair 
shops if we can get the leather.” 

L. A. Witherill, Syracuse shoe mer- 
chant: “If it is necessary for the war 
effort, that is all there is to it.” 

William Pidgeon, Rochester shoe mer- 
chant: “We have been restricted as to 
styles, prices and furnished inventories 
of stocks, but it’s a government order 
and we will be patriotic in conforming.” 

A meeting of Rochester retail shoe 
merchants was held on Monday after- 
noon, at which time Grover C. Brad- 
street, Jr., attorney for OPA, inter- 
preted the rationing order and ex- 
plained what retailers would be re- 
quired to do under its provisions. 
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Wartime Shoe Advertising 
Made More Simple 

§r. Louis—Wohl Shoe Company is 
now pioneering a new trend in both 
magazine and newspaper advertising 
of women’s shoes. John B. Johans, 
sdvertising and publicity director for 
the company, says: 

“It is my belief that though adver- 
tising during wartime is most neces- 
sary, in view of present conditions, the 
fancies and frills’, usually connected 
with it can be eliminated. Also, be- 
cause of the present day seller’s mar- 
ket, I believe the need for dramatiza- 
tin and glorification of a product is 
not necessary. 

“In the preparation, therefore, of 
layouts for an extensive magazine 
schedule this Spring, all forms of lay- 
out devices have been eliminated. Un- 
til such time as Wohl Shoe Company 
sees fit to change again its thinking 
as to what advertising should be in re- 
gard to current conditions, this policy 
of straightforward simplicity will pre- 
vail. Spring national advertisements 
on all four lines of Wohl Shoes contain 
a caption, as few shoes as possible, 
plenty of white space, with emphasis on 
trade names, and a small amount of 
copy. There will be no illustration or 
photographs of women, no sign of 
wash, Ben Day backgrounds or shadow 
effects. The theme, ‘NAMES YOU 
KNOW—SHOES YOU LOVE,’ which 
was created in our own advertising 
department, will be used in all adver- 
tisements. . 

“This complete about-face in adver- 
tising technique will unquestionably be 
looked upon by the advertising profes- 
sion as a drastic and radical one, since 
many advertisers, at least for the pres- 
ent, are still using the same type of 
advertising as before wartime condi- 
tions. 

“Obviously the thought in the prep- 
aration of this totally different type of 
advertising is one that is not directed 
to selling merchandise, promoting any 
specific types of shoes, or to set any 
fashion trends. The fact that shoe 
styles have been drafted, and that there 
is a limitation of styles and colors, is 
a distinct ‘stop sign’ for the ‘selling’ 
type of advertising. As I see it, the 
chief purpose of advertising today is to 
retain the demand already created for 
a trade name by previous years of ad- 
vertising. Jt is most essential that 
trade names be kept alive, so that in 
post-war years, new adjustments and 
new products will not ‘black out’ trade 
names that have served the public 
quality and value for many years. Cer- 
tainly now is no time for the curtail- 
ment of advertising. 

“The test of survival is always de- 
pendent upon the flexibility of policy 
Our business is always 
first to try the new, to test its value, 
to discard the unusable and develop the 
promising. Our four great trade names, 
Paris Fashion, Connie, Natural Poise 
and Jacqueline Shoes, are known to 





millions of American women.” 


February 13, 1943 








Goldblatt Bros. Adopt New 
Merchandising Policy 


CuiIcaGo—A new merchandising poli- 
cy in which the State Street stores of 
Goldblatt Bros., Inc., will operate as a 
downtown department store separate 
from the company’s ten outlying stores, 
has been announced by Nathan Gold- 
blatt. 

Under the new arrangement, Mr. 
Goldblatt will concentrate his attention 
on the State Street store, while Paul 
Hammaker, under Mr. Goldblatt’s su- 
pervision, will direct merchandising 
activities of the 10 neighborhood stores 
operated by the firm. 

A number of new buyers are to be 
named for the State Street stores and 
they will establish headquarters in New 
York City operating through the Felix 
Lilienthal buying offices. 


Cahill Heads Joyce 
Research Department 


PASADENA, CALIF.—Joyce, Inc. an- 
nounced recently the creation of a new 
department for research and develop- 








ROBERT ELY CAHILL 


ment, with Robert Ely Cahill, nation- 
ally known authority, at its head. “Mr. 
Cahill has made correct shoemaking his 
life work,” said W. H. Joyce, Jr., presi- 
dent of the firm. He started in Colum- 
bus at the H. C. Godman Co., where he 
spent ten years, leaving to become gen- 
eral manager of the Elizabethtown 
Shoe Co. He then accepted the posi- 
tion of vice-president of the Weyenberg 
Co., Milwaukee, Wisconsin, in which 
capacity he had charge of the Great 
Western Shoe Company division. 

Five years ago Mr. Cahill retired 
after a serious accident and came to 
California for his health. However, 
Mr. Joyce stated, it was impossible for 
Mr. Cahill to stay away from the shoe 
business, and he soon found himself 
attached to the Hiss Clinic, in the 
capacity of Director of Research in 
charge of all shoe work. Mr. Cahill 
came to Joyce, Inc. January 1, 1943, 
and will make the Pasadena plant his 
headquarters. 

















BOOST YOUR INCOME! 
ENJOY THE BENEFITS OF THE 
HEALTH SPOT SHOE SHOP 
PROFIT-SHARING PLAN 


Men who operate Health Spot 
Shoe Shops have a real incen- 
tive to work hard and make the 
most of their ability because 
they are amply rewarded for 
their efforts. 


Under the Health Spot Shoe 
Shop plan, you receive a liberal 
share of the profits you help to 
create, in addition to a regular 
salary. 


It is almost like working for 
yourself, except that you have 
nothing invested, nor are you 
burdened with the many re- 
sponsibilities connected with 
owning a business. 


The Health Spot Shoe Shop 
plan is particularly appealing 
to men who have spent many 
years in shoe retailing but have 
never received much for their 
efforts. 





Mr. Harry W. Sage 
MANAGER 
HEALTH SPOT SHOE SHOP 


1622 Harney Street 
Omaha, Nebraska 


Mr. Sage is a typical successful 
Health Spot Shoe Shop operator 
who is using his past experience 
and ability to the fullest extent 
and at the same time deriving 
full benefit from the profit-shar- 
ing plan. 


MEN WANTED 


We need good men to fill the 
vacancies created by men leav- 
ing for the service. Send for 
your application blank today. 


HEALTH SPOT SHOE SHOPS, INC. 


INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 

















































































COM FORTABLES 


‘Basic Type Shoes 
In Demand Everywhere 


DOTTY 
No. 1533 — Black Kid 
AA toE 








oOpayY more than ever, cushion-comfort 
Betraire SHoes are helping women 
“Keep Their Feet”. Bellaire Comfortables for 
work and duty— Bellaire’s Footloose Shoes for 
work and relaxation. Featured by leading 











THE MILLER SHOE CO. 


HEALTH SHOEMAKERS 


“FIT”, 


Stock No. 1921 
TREDMOR LAST 
For wide, spready feet 
with rotating heels and 
low insteps. Will fit more 
types of weak feet than 

any other shoe made. 
40 Other Styles In Stock 


CINCINNATI, OHIO 


— 








HANDY PRICE STICKERS for 


100 to a perforated sheet; width 
to fit your typewriter 


Book of 1452 












































retailers everywhere at $5 to $6. (Write 
for Spring, 1943 catalog of in-stock styles.) 





markers will 


mark 726 pairs. 


BOOT & —e RECORDER-Merchants Service Dept. 


SHOES and CARTONS 











STOCK NO nee 
shee 
3500 : gummed and per- 
CEILING PRICE forated to a book. 
$4.50 1452 
OUR PRICE Price Markers 
$4.5C $2.00 
aia Check, M.O., or C.0.D. 


S. State St., Chicage, lil. 











Shoe Manufacturers Face 
Increased Shortages 


San FRANCISCO — California shoe 
manufacturers are finding it difficult to 
get adequate supplies of material to 
meet increased demands for heavy work 
shoes. The thousands of workmen em- 
ployed in the shipbuilding plants around 
the Bay are using large quantities of 
heavy work shoes, and so keen is the 
demand that California shoe factories 
are barely able to take care of old cus- 
tomers. The lack of adequate workers 
is also being felt by the factories, in 
spite of increased wages offered. 





Feature Blacks in 
Spring Window 


St. PauL, MINN. — A pure white 
background effectively displayed eleven 
different styles of black shoes (a Spring 
showing) in one of the windows of 
Schuneman’s, Inc. A scrolled display 
unit with shelves at varying height 
filled the window. Each shelf held one 
pair of shoes. 

With each pair of shoes dress ac- 
cessories were shown. The color scheme 
of the accessories was wine and fuschia 
shades. Handkerchiefs, pins and small 
dress purses were used for color relief. 

A large poster above the display held 
the words “Walk Your Way To Spring.” 
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Dates to Remember 


Late Spring Convention South- 
western Shoe Travelers’ Associa- 
tion, Texas Hotel, Fort Worth, 
Tex. February 15, 16, 17, 1943 

Monthly Shoe Show, Shoe Travel- 
ers’ Association of Chicago, 
Morrison Hotel, Chicago, Ill. 

February 22, 23, 1943 

National Shoe Retailers’ Associa- 
tion Two-Day \Vartime Confer- 
ence, Waldorf-Astoria Hotel, 


New York. March 29, 30, 1943 





Becomes Post Exchange 
Officer 


LOUISVILLE, Ky. — Capt. Dann C. 
Byck, president and general manager 
of the women’s shoe and clothing house 
of Byck Brothers & Co., Louisville, who 
entered the Army a few weeks ago, has 
recently become post exchange officer 
at Hoffman, N. C. His wife, Mrs. Mary 
H. Byck, and three children live in 
Louisville. 


Fikany Shoe Co. 
Elects Officers 

ROCHESTER, N. Y.—Fikany Shoe Co. 
of New York, Inc., elected the following 


officers at its annual meeting, held in 
the Clinton Avenue factory here: pres- 


ident, Dr. Vincent Fischer; vice-presi- 
dent, Joseph Brandwene; secretary, 
Milton A. Bloch. 

Substantial progress is reported by 
the company, which manufactures the 
Fikany adjustable arch shoe for women. 
James Fikany, inventor of the adjust- 
able arch, who is not now actively as- 
sociated with the company but retains a 
financial interest in it, attended the 
meeting. 


Named Shoe Buyer 


ROCHESTER, N. Y.—Westlake Manuel 
has been named shoe buyer for Mc- 
Curdy & Company. He has been shoe 
buyer for Cottrell & Leonard, Albany, 
N. Y., recently and before that was in 
the shoe department of the B. Forman 
Company of Rochester. 





Observe Monday Night 
Opening 


MapIsOoN, Wis.—More than forty 
local stores, including shoe shops, are 
remaining open on Monday evenings 
only. In the past some local stores have 
been open both Monday and Saturday 
evenings, but to conserve light and heat, 
the stores have inaugurated a uniform 
schedule of store hours of 9:30 A. M. 
to 6 P.M. daily including Saturday, 
and 12 noon to 9 P. M. on Mondays. 
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Mrs. John Slater Dies 


New York—Mary C. Slater, wife of 
John Slater, Fifth Avenue merchant 
and dean of the retail shoe industry, 
died in the hospital at Cape Charles, 
Virginia, on February 6th. 

Mrs. Slater l:ved a long and glorious 
life of over eighty years and had ever 
been an influence on hundreds of 
friends and, indirectly, upon many shoe 
men. The inseparable companion of 
John Slater, she traveled the length 
and breadth of the country when he 
was president of the National Shoe 
Retailers’ Association. 

Since John Slater retired about a 
year ago, they had resided at Pine 
Point Farm, Planktown, Virginia. Their 
New York residence was on West End 
Avenue. 

She was the mother of J. Harold 
Slater and Mrs. Marion Slater Keating. 
Grandchildren and great grandchildren 
honor her name. 

The funeral was held on Monday, 
February 8th, at Cape Charles, Vir- 
ginia. 


Wisconsin Shoe Men 
Adopt Resolutions 


MILWAUKEE, Wis.—Vernon Maurer, 
director of the shoe rationing program 
in Wisconsin, and Don Allen, Wisconsin 
OPA Director, both of Milwaukee, told 
more than 75 shoe dealers attending a 
meeting Monday night of the Wisconsin 
Shoe Retailers’ Association at the 
Plankinton Hotel here that there will 
be a period within the next several 
weeks in which the retailer will be per- 
mitted to readjust his inventory, and 
indicated that an allowable inventory 
will eventually be set up under this 
program. Mr. Allen assured his listen- 
ers that it appeared as if the program 
will permit the purchase of all shoes 
the public will need, but that it is a 
safeguard against hoarding. He pleaded 
for the mutual cooperation of all deal- 
ers and warned that his office would 
prosecute the chiselers and violators. 

Following a question and answer 
period, the meeting, which was pre- 
sided over by Maurice Fitzsimons, 
Fond Du Lac, adopted resolutions 
talling the rationing office’s attention 
to “The following economic merchan- 
dising problems that are created by 
rationing: 

“1. Party slippers, evening shoes, 
Novelty footwear, etc., on which manu- 
facturing has ceased, now become 
known in the trade as ‘odds and ends’ 
and short lots. The facts are self-evi- 
dent that no one will use a ration cou- 
pon for the purchase, as an example, 
of gold party pumps, and yet the re- 
tailer has an investment in these shoes. 
We therefore, respectfully suggest that 


. Shoes of this type, because they cannot 


be replaced and their sale will not de- 
@ease the availability of essential foot- 
Wear, but will allow the merchant to 
tecover the money he now has invested 
in this merchandise, be exempt from 
rationing. 
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“2. In the merchandising of any 
stock of shees at the close of the selling 
season, there is always what are known 
as ‘odds and ends’ and short lots—out- 
of-season shoes in broken sizes. We in 
the trade believe, regardless of special 
prices and mark-downs which we_would 
put on these short lots to move them 
out of stores through the medium of 
special sales, that under rationing, the 
consumer will hesitate to part with a 
ration coupon regardless of the eco- 
nomic value received in the purchasing 
of a shoe out of season. As an ex- 
ample: A white ventilated summer 
shoe to be purchased in October. We, 


therefore, recommend that provisions 
be made wherein a retailer who, after 
carrying shoes in the store for a period 
of not less than six months and on 
which his sizes are broken, can mark 
these shoes down not less than 50 per 
cent of the original, regular retail 
prices for these shoes, and offer them 
for sale, exempt from rationing.” 

It was announced by the Shoe Re- 
tailers’ Association that another meet- 
ing will be held within the next several 
weeks to consider the matter of ration- 
ing further after the OPA has obtained 
additional information in the matter. 
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Women's Shoes 
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Girdle 





High Heels 

K 3454 Black Patent 
Leather Plain Vamp 
K 3452 Black Patent 
Leather Perforated 
Vamp 

M 3424 Blue Smooth 
Leather Perforated 
Vamp 

T 3422 Tan Smooth 
Leather Perforated 
Vam 

w 52 White 
Smooth Leather Per- 
forated Vamp 








Cuban Heels 
K 3459 Black Pat- 
ent Leather Perfo- 
rated Vamp 
T 3425 Tan Smooth 
Leather Perforated 
Vamp 
W 3459 White 
Smooth Leather Per- 
forated Vamp 

$2.00 Less 5% 30 days 


Sizes 4 to 10. Widths AA & B 


GROVES SHOE CO. 
311 W. MONROE STREET 
CHICAGO, ILL. 
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oe 
Bowling Shoes | 
ell 
$ 90 AScOo | 
e BOWLING SHOES 
up and OXFORDS | 
20 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All reg. combination soles | 
Right foot rubber sole 
Left foot leather sole 
SEND FOR 
CATALOG 






No, 734 Lw 
ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 





FRIEND MERCHANT 


After you have read this issue of your 
Recorder pass if around among your 
salespeople. 

For we are living in a changing age, 
and, “to know is fo survive." 

Recorder's staff of editors are close 
students of today's shoe and leather 
trends and changes. 

Your salespeople will be better sales- 
people if they study the Recorder each 
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See Demand for 
Quality Footwear 


Detroit, MicH.—Three hundred re- 
tailers and travelers from Detroit and 
Michigan attended a meeting Monday 
afternoon at the Crowley-Milner store, 
at which OPA representatives explained 
procedure. The meeting lasted three 
hours; exceptionally detailed informa- 
tion was given on the entire industry 
set-up under rationing. Consensus of 
retailers was that nearly all were 
caught with large stocks of play shoes, 
which they had expected would be ex- 
empt from rationing. Fear of all is 
that customers will not use coupons 
for play shoes, and that resort to the 
escape clause of special sales may be 
necessary for this stock. 

Samuel Plotler, secretary of the De- 
troit Retail Shoe Dealers’ Association, 
summed up the white situation: “Most 
retailers feel people will use No. 17 
coupon for dark shoes only, and that 
the white market will be killed, because 
white sales normally start in July just 
after this ticket expires. However, 
about half feel that the heavy buying 
of recent months, which has been con- 
centrated on black shoes, will induce 
enough customers to use the coupon to 
buy whites to save the season.” 

Walter McGee, President, Detroit 
Retail Shoe Dealers’ Association, pre- 
sided. A second meeting to formulate 
policies for handling rationing and a 
suitable presentation to the public will 
be held later in the week. 

Most shoe stores here were closed 
Monday, but some downtown stores 
stayed open and took orders on a lay- 
away basis, subject to rationing. Some 
downtown popular priced stores were 
reported open and selling Sunday night, 
while two neighborhood stores where 
Sunday selling is traditionally the best 
day of the week were open and raided 
by OPA men Sunday evening. The local 
OPA office announced a check-up of 
any store selling after the Sunday 
deadline, but no specific prosecution was 
announced. Attempts to thwart ration- 
ing by crossing the border here to 
Windsor, Ontario were frustrated when 
American customs inspectors ordered 
shoes brought in to be deposited until 
a ration coupon or emergency certifi- 
cate is presented to customs. Customs 
officials also stated that wholesalers or 
retailers importing shoes from Canada 
must present certificates or coupons 
showing them entitled to shoes. 

Steven J. Jay, vice-president, of 
Fyfe’s, said: “The order is a Godsend 
to the shoe business. Probably the 
person who has been buying two dollar 
shoes will now pay four dollars for 
better shoes, but the low priced field 
will not be deserted entirely. 

“It definitely will force people to 
buy shoes that will provide longer wear. 
In general I think three pairs of good 
shoes are enough to last the average 
person.” 

Guy Dixson, J. L. Hudson Company, 
said: “Younger women who like to keep 
in style will be affected first. Rationing 
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Golf Shoes 


8 es POP 


BUY WAR SAVINGS BONDS AND STAMPS 


$ 3.60 REMOVABLE 


SPIKES 


AT ONCE 
DELIVERY 


* Brown Elk Upon 
* Color Combination 
* Goodyear Weit 


OTHER GOLF SHOES 


Men's No. 2160 & 216! ‘ $3. 
Ladies’ Ne. 2140-2141-2142 


3. 
Send for Cataleog—ASCO ATHLETIC FOOTWEAR 






| style #2165 
Sizes 6-12 


im ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 


will be tough on children who outgrow 
and outwear shoes very rapidly. If 
people are limited to three pairs per 
year, they are going to get the best 
quality they can buy.” 

Harry G. Solomon, Ernst Kearn Co., 
expressed the view that merchants 
should have had advance notice to pre- 
pare. 


Buys for Basement 


Department 

SAN FRANCISCO, CALIF. E. H 
Kushins in now basement shoe buyer 
in The White House. He formerly oper- 
ated Kushins Shoe Store in Sacramento, 
Calif. 





Will Explain Restrictions 


To Customers 


Houston, Tex.—“During the second 
week in February we are running an 
institutional advertisement, explaining 
to the women of Houston why there 
will be no two-toned shoes,” said Michael 
Murphy, advertising manager of Krupp 
& Tuffly, Inc. “We will have on the 
selling floor a blow-up of the Boot AND 
SHOE RECORDER’S chart of the shoes we 
are not allowed.” 

Spring styles have arrived and are 
moving well, Mr. Murphy said. For the 
past two weeks the store has promoted 
play shoes, in turftan suede and calf. 

For the past ten days, he said, small 
enlistment slogans for the WAAC’s have 
appeared in the newspaper advertise 
ments of the store. This was in con- 
nection with the three-week drive of the 
WAAC to enlist two units of Houston 
women to be known as the Buckaroos. 

The store is featur:ng Valentine 
gifts for the man in service, such as 
shower clogs, shine kits, .socks. 
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Official Announcement of 
Shoe Rationing 


[CONTINUED FROM PAGE 28] 


struction sheets were prepared but 
did not go to the printers until last 
night. 

Authorities in the shoe industry 
warned that with rationing, manu- 
facturers might shift their produc- 
tion to more expensive types of 
shoes on which the profit was 
greater, discontinuing their low or 
reasonably priced lines. This could 
have a serious effect on many mil- 
lions of Americans with low or fixed 
incomes, the wives of soldiers who 
must get along on limited allow- 
ances, for example. They might be 
forced to pay more than they could 
afford for shoes, or be unable to buy 
all the shoes that they needed. 

To protect consumers, a regula- 
tion will be issued preventing the 
shifting of production to higher- 
priced lines so that low and reason- 
ably priced shoes will continue to 
be available. 

Manufacturers also will be asked 
to file their specifications for cer- 
tain basic types of shoes in the most 
popular price ranges. These speci- 
fications will be reviewed by shoe 
experts, both from the government 
and the trade, and will’ be used as 
the basis for working out “war 
model” or utility types of shoes of 
specified quality and design and 
which will be offered at a price 
within reach of the average person. 

All the government agencies con- 
cerned will maintain constant con- 
tact with the shoe idustry to work 
out whatever problefms arise—and 
problems will arise. One difficulty 
which can already be anticipated is 
that many retailers will find them- 
selves stuck with certain types of 
footwear which people no longer 
care to buy. No matter when ra- 
tioning was introduced, this would 
have happened. Provision will be 
made for special sales of such 
stocks, perhaps on an unrationed 
basis. 

The rationing cuts down only un- 
necessary demand. For the over- 
whelming majority of the people 
there should be no change in nor- 
mal buying habits. They still will 
be able to put off buying shoes for 
a week, a month, for two months, 
with no fear that the shoes will not 
be available when wanted. The shoes 
will be there 


Shoe Production Rose 


In December 


[CONTINUED FROM PAGE 31] 


in December came to 7,732,336 pairs, 
higher than the 7,108,725 pairs which 


- Were produced in November, but lower 


than the 10,409,624 pairs which were 
made in December, 1941. Production for 
the twelve months amounted to 102,- 
182,713 pairs, 15.2 per cent lower than 
the production for 1941. 


A total of 1,315,754 pairs of shoes 


February 13, 1943 





























































Which brings up 


several questions 


Q. What effect is the increased birthrate having on deliveries of 
infants’ and childrens’ footwear ? 


A. Plenty! The Stork is skyrocketing demand while war needs slow 

down material supply. More orders are being placed today than 
| can be shipped immediately. Larger orders, too .. . for many stores 
are ordering well beyond their normal requirements. 


Q. How can | heip relieve the situation? 


A. By only placing orders for shoes that you need now. By urg- 
ing customers to buy only one pair of a size. By ordering only 
one color of a style. White is usually Mother's preference. 


Q@. How quickly can Baby Deer Shoes and Trimfoot Pre- 
School Shoes be shipped? 


A. Delivery records, heie at Trimfoot, are being broken 

every day, too... yet some styles and sizes cannot be 

shipped promptly. Every time we receive an order, we'll 
tell you quickly what we can do. We're giving the Stork 
a real run for it! 









TRIMFOOT COMPANY 


TRIMFOOT TERRACE + FARMINGTON, MO. 





and children’s shoes was manufactured 
in December, a decided increase over 


were made for youths and boys in De- 
cember, more than the November figure 


of 1,163,762 pairs, but less than the 
output for December 1941 of 1,534,546 
pairs. Production of these types for 
the year was 17,145,747 pairs, 10.5 per 
cent lower than that for 1941. 

Women’s shoe production reached a 
high of 13,957,896 pairs in December, 
higher than both the November figure 
of 12,521,388 pairs and the December, 
1941, output of 12,788,786 pairs. Pro- 
duction for the year, however, dropped 
to 180,398,353 pairs, a decrease of 2.5 
per cent from the amount produced in 
1941. 

A total of 3,235,776 pairs of misses’ 


the November production of 2,743,434 
pairs, but a decrease from the Decem- 
ber, 1941, output of 3,887,870 pairs. The 
1942 output of 41,020,693 pairs was 
off 14.3 per cent from the amount pro- 
duced the previous year. 

Infants’ shoe production rose to 2,- 
101,383 pairs in December from 2,002,- 
735 pairs in November. This figure, 
however, was lower than the December, 
1941, production of 2,296,134 pairs. 
Again, a decrease of 8.8 per cent was 
shown in the production for 1942 of 
25,694,085 pairs from the number pro- 
ducer the previous year. 
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Ruth, Inc., in New Quarters Sees Little Letdown > | 


New York—Arnold Elkind, owner Jn Shoe Sales 
and operator of the Ruth Shoe Co., FR 


formerly located at Albany, N. Y., has BALTIMORE, Mp.—George B. Hess, of 


Hess Shoes, declared that shoe ration. 
ing will not cut the sale of shoes to any 
great extent, although other shoe off. 
cials in the city feel that sales will de. 
crease as much as 50 per cent. Discuss. 
ing the new order, Mr. Hess said three 
pairs of shoes per person per year “yp. 
doubtedly will be as many as people 
will need,” in view of the fact that 
families may pool their number 17 
coupons for the purchase of shoes, 
According to Mr. Hess, approximate. 
ly 450,000,000 pairs of shoes were sold 
in the United States last year—a 
average of between three and four 
pairs a person. This would indicate 
that “the per capita consumption is not 
a great many more than the number § New E 
of sales permitted under the new order.” 
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St. Louis Jobs 
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SELL US 


YOUR SURPLUS SHOES 
WE BUY BETTER GRADES 
ANY QUANTITY—WRITE 
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OR WIRE... we can give as reference He further stated that everyone in the Varies 
any of the 15 leading St. Louis factories. ARNOLD ELKIND shoe business feels that shoe rationing [co 
is necessary. 

M. K. WEIL SHOE CO. || Although retailers have had littl § apply of 


been called into the armed services. He trouble in getting as many shoes & Bo 17 
| is now receiving his training as a mem-_ they require from their suppliers, the ese wi 
ber of the Military Police Division of government is “in full possession of the J on. oth 


1326 Washington Ave., St. Louis, Mo. 








the Army at Fort Riley, Kans. facts for the future”, and, warned Mr. get whit 

Cibeoe oe Ne With young Mr. Elkind’s call to the — eee eee howe tak they om 
Men s Shoes colors, his father, Samuel Elkind, who © sal av m pp » Bt terfering 
re rr eee ee eee has been in retirement since 1938, after allotting consignments of shoes to their tablished 


a lifetime spent in the shoe business, Tetailers on a quota basis for some 


The GARRISON OXFORD has been called to the active manage- time, the quotas depending on the situ. J Wholesale 
ation of the various suppliers, some of § heard ne 























t of the firm. 
$3.25 IN STOCK oat ama » ——— a whom have war contracts to fill, where § ders plac 
SAME LAST. nationally advertised line of slippers = “oo phone t of the H ging 
PATTERN, and a line of casual shoes. The business t. a vs aerators é “3 ti = dthough 
LEATHERS has been moved from Albany to new : ae in 2 —- ' F mm sine 
AS ARMY and larger quarters at 78 Reade Street, 2“ Om tne ae rr ¥ SF 5 
New York City, and is continuing to The ad, captioned 3 Pairs are Plenty’, Ob 
OXFORD serve all of its old customers and a Went on to say, “There’s nothing down- Oth 
at all enw enen at-the-heel about three pairs of shoes. ther 
A-EE, 2 ss Don’t forget they'll not be the only § dusion ir 
5-14 can aetaiin three in your closet. They will be § hard-sole 
. : : three carefully chosen pairs to add to § many in! 
Also chet Gun wile-REB wo Dealers Showing Spring Lines ,,., ann aiente Gave” ion 
MONARCH SHOE CO., Athol, Mess. In Milwaukee Another Baltimore spokesman said § than thr 
. : that the rationing order might cause § they outv 
f s.— te t d - -. 3 , 
i nee eee etl wateen tenihan ee hardship to families having small chil- they outg 
i Moccasins | have started merchandising their Spring dren. Said he: “Many children wil Still ot 
: Oi i ee H 4 ’ outgrow or wear outa pair of shoes In the Norw 
: lines in women’s footwear, and from all — ite ine Sen Gieeets ae 
| reports they are meeting with a favor- C™® Montus 2 P ene, i Der. 
" Men's, Boys’, Ledies'| | able reception find it difficult to get enough shoes for = 
; — ; themselves because of the needs of their Tactic 
f $1.30 Up | | Among the leaders is the casual type growing children.” —the sti 
18 Stytes | of footwear in tan calfskin. The Bos- A meeting was held on Monday at grade sh 
——— ; = Store is among those dealers which the Lord Baltimore Hotel, attended by dealt sho 
| Style #6146 “a” — experienced ° heavy ero os wholesalers, retailers and shoe manv- Monda: 
| casuals with moccasin vamps and flat ¢,-turers in the Baltimore area for the f tail deale 
VOC e et Tee eee | heels. These have proved so popular purpose of explaining the rationing § their doo 


with the store that they have had dif- order. Meanwhile Leo H. McCormick, § tioned r: 
| ficulty in keeping complete size ranges State Director of the OPA, and J. Wil ff ascertain 








Insist upon your salespeople reading |” stock. : liam Eggleston, OPA State Rationing § tomers y 
The Recorder each week. The Grand has been featuring red, (Officer, are keeping the industry in- guarante 
The better posted they are the better green and tan antiqued leather with formed through bulletins. ln 
shoe selling and fitting job they'll do good success, while a kiltie moccasin Baltimore retailers said that the a: 
for you. has proved a good number for teen- order came as a complete surprise. eall t 
8 at “same ge 8 _ operator They added that stocks are large, how oat 4s 
of three local department stores. ever, and because simplified styles will F 
Inspects Navy Shoes In addition to Spring styles in polish- permit additional shoes to be purchased, § "ented b; 


MARION, IND.—Howard Thompson, ed calf, Bitker-Gerner have had a call retailers will have no trouble getting lege grou 
formerly connected with Arnold Broth- for light sandals in black gabardine. along with smaller inventories and § ‘ey had 
ers and A. J. Bates Co., is now a navy Calfskin pumps in tan, navy and black there should be no change in normal § @y had 
shoe inspector at the Daly Bros. Shoe have also been reported as good at buying habits. Rather will it cut down § %mmed 1 
Co., Inc., factory here. Bitker-Gerner. unnecessary demand. have had 
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2 FAST-SELLING “‘SEND-IT-TO-THE-BOYS-IN-SERVICE”’ 


FREE tear od on DF Scholls 


FREE DEAL ON 

DR. SCHOLL’S 

FOOT POWDER 
Each Unit Deal consists 


of 13 cans —7 with and 
6 without mailing boxes. 


YOU PAY FOR ONLY 12 
Complete with Counter Dispenser 


$275 — 





Send your order at once 
THE SCHOLL MFG. CO.., Inc. 


213 W. Schiller $t., Chicago « 62 W. 14th St., New York 


FREE DEAL ON 
DR. SCHOLL’S 
FOOT BALM 
Each Unit Deal consists 


of 13 jars—7 with and 
6 without mailing boxes. 


YOU PAY FOR ONLY 12 
Complete with Counter Dispenser 


$275 7 5 = 


FOOT POWDER 
and FOOT BALM 


“HOT, TIRED FEET! 
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New England Reaction 
Varies Widely 


[CONTINUED FROM PAGE 16] 


supply of durable staples, will use their 
No. 17 coupon for whites; and that 
those who do not, will borrow from 
some other member of the family and 
get white shoes. Rightly or wrongly, 
they cannot conceive of anything in- 
terfering with the sale of the long-es- 
tablished all-white Summer shoe. The 
wholesale shoe district reported having 
heard nothing of cancellations of or- 
ders placed for this type of footwear. 
There were, however, rumors that or- 
ders for play shoes had been cancelled, 
although not in volume. 


Objections on Baby Shoes 


Other merchants objected to the in- 
dusion in rationed footwear of infants’ 
hard-soled shoes. They pointed out that 
many infants, having graduated from 
the creeping stage, may well need more 
than three pairs a year not because 
they outwear them rapidly but because 
they outgrow them. 

Still others tried to find out whether 
the Norwegian moccasin is a house slip- 
per. 

Practically all pointed to the obvious 
—the stimulus given the sale of higher 
grade shoes; and, conversely, the blow 
dealt shoes in the lower grades. 

Monday was a holiday for most re- 
tail dealers in shoes. Some stores kept 
their doors locked. Others sold non-ra- 
tioned rubbers. Others consented to 
ascertain what sizes were worn by cus- 
tomers who came in but refused to 
guarantee that on Tuesday, come ration 
coupon, they could deliver the style 
fitted. All answered innumerable phone 
talls from women who had “planned to 


. tome in. last Saturday but were pre- 


vented by sickness”—the special privi- 
lege group. “If all the women who said 
they had planned to come in last Satur- 
day had really come in,” it was neatly 
summed up by one merchant, “we would 
have had a big day.” 


February 13, 1943 


Chicago Shoe Men 
Welcome Ration Order 


[CONTINUED FROM PAGE 18] 


across the nation says: “If rationing 
had been deferred until July 1, we think 
it would have been better timed. Wo- 
men defense workers’ shoes, play shoes 
and children’s shoes should be exempt. 
We don’t believe it necessary to restrict 
by rationing buyers of shoes of this 
type particularly in the low priced 
field.” 

Groves Shoe Company, wholesalers 
selling merchants in central western 
states, reported many cancellations by 
wire Monday, but expect revamping of 
such for better and sturdier types when 
their men resume contacts after being 
held off the road this week. These can- 
cellations reflect nervous uncertainty 
resulting from the rationing order 
which are not justified by conditions 
affecting increasing difficulties in get- 
ting orders filled. 

Irving S. Florsheim, President, Flor- 
sheim Shoe Company, says: “If shoe 
rationing is necessary to the winning 
of the war, then we are for it 100 per 
cent. The demands of our fighting men 
and lend-lease requirements must be 
put ahead of every civilian need, and 
we on the home front, manufacturer, 
retailer and consumer alike, should and 
will cooperate to the fullest to make 
the plan operate smoothly and effi- 
ciently. 

“Rationing of shoes should work no 
hardship on the consumer; in fact, 
after the pian gets under way, if prop- 
erly handled, it will perhaps bring 
about a fairer distribution. The ever- 
increasing spiral of consumer demand 
has prevented the manufacturer from 
keeping up with his customer’s needs, 
and the resulting shortages at retail 
have further increased forward buying 
and over-buying on the public’s part. 

“Within a short time retail stocks 
should be in order and we hope the 
shoe industry will settle down to a 
business-like condition.” 

He feels that white shoe demand 
will depend upon where a customer is 
located. 


Ration Rules for Retailers 
[CONTINUED FROM PAGE 17] 


and in total and your name and ad- 
dress and that of your supplier. You 
will owe ration checks for all ship- 
ments received after the effective 
date of the ration order, but not for 
any shipments in transit when the 
order became effective. When you 
open shoe ration bank accounts at a 
later date you will receive a shoe 
purchase allowance to enable you to 
pay those obligations.” 


WHOLESALE 


“1. Continue to receive shipments 
as usual. 

“2. Furnish an invoice with each 
shipment of rationed shoes and keep 
a copy for your own records. This 
invoice must contain the date of 
shipment, the number of pairs of 
rationed shoes and the price a pair 
and in total and the name and ad- 
dress of both the shipper and re- 
ceiver. 

“3. No inventory is required at 
this time, but will be required on a 
date to be announced. 

“4. If you are a manufacturer, 
keep the above records and invoice 
rationed and non-rationed shoes sep- 
arately.” 





Commissioned in 
Naval Reserve 


SEATTLE, WASH.—Partly because of 
his shoe and merchandising experience 
with his own shoe store in the Univer- 
sity District of Seattle, Clifford G. 
Armstrong has been commissioned a 
lieutenant junior grade in the United 
States Naval Reserve. Mr. Armstrong 
formerly operated a store for many 
years along University Way, close to 
the collegiate campus of the Univer- 
sity of Washington. Upon being com- 
missioned a lieutenant in the Navy, he 
was named assistant clothing officer 
and placed in charge of uniforms and 
other clothing at the naval training 
station at Farragut, Idaho. 

Mr. Armstrong is a University of 
Washington graduate, and has a wife 
and son residing here. 
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HELP WANTED POSITION WANTED WANTED TO PURCHASE 



























ATIENTION, RETAIL SHOE SALES- VAILABLE MARCH Ist: Age 38; 18 years’ ; 

MEN: There is a wonderful opportunity in experience in retail shoe store Managing, WEBUY 

Health Spot Shoe Shops for men with shoe re- Buying and Window Display work. At present Entire or Surplus Wholesale and Retail 

tailing experience who are capable of ing Managing Large Volume New York City Store. Stocks. Also Branded Shoes such a 

responsibility and taking complete charge of Prefer locating out of Metropolitan area. ) ae P Enna-Jettick, Vital- 

store operations. Unlimited earnings under lib- RICHARD J. KENYON, 353 West 85th Street, ~ ig BH aa. ha 4 

eral profit-sharing plan. Ability to fit shoes New York City. '. ° » oom » te, 
rly and make friends of customers are IRVIN RUBIN 

important qualifications. Here’s chance to capi- “The House of Jobe” 

talize on your ability. Address: HEALTH _, 88 Reade St., Cor. Church 

SPOT SHOE SHOPS, INC., Industrial Ave- Phone Barclay 7-7887 New York City 






























aue, Danville, Illinois. 














HOE Store Manager: THE SCHOLI. UNUSUAL OPPORTUNITY 

MFG. CO., Inc., world’s largest makers of 
Foot Aids, offers yn pam sontety for FOR MANUFACTURER TO WE BUY 
a 38 or t ex ; ing per- 
manent ‘postion. "Shoe sales experience eees CLINCH POST-WAR NA- SHOE STORES 
portunity for. advancement. Vacations with TIONAL DISTRIBUTION OF pon CASH 
rete” imtrane® yoo, characer a! | [| BRANDED SHOES OR ALLIED BARSH & CEASAR 

Forberg, 213 W. Schiller St., Chicago, PRODUCTS . AND GAIN 09 NM eth 64. Phithaelatio. © 


Ph MARet 1646 


Mohawk 2027. | 


RETAILER MERCHANDISING 
































COOPERATION 
FOR SALE Recognized shoe trade execu- 
tive with unique field experience SELL YOUR SURPLUS STOCKS 
ATTENTION SOUTHERN BUYERS. 128 | and national contacts among lead- to 
BE a a os ge i ing retailers, shoe departments KIRSCH-BLACHER CO., INC. 


tips and straight tips. Good sizes. Good con- | and chains — still approaching established 1915 


dition. ~ ; 5 W. University - Ze > We us or complete stocks of 
so PRs © gee BONS WH. Casearms prime of activity—seeks the right - FA —_ oat cuneate Gm tg 
organization where team-leader- Visit our new warehouses 











| 
tie nein ae em ship, creative initiative, long-term 108-110 Duane Street, New York 
HOE STORE featuring a Women’s Na | planning, modern merchandising eheoe: ere er a 











tionally advertised line, and Children’s | methods PLUS sustained hard 










Shoes; in Defense area. Selling price $8,000. a ttali _ 
Not too far from New York City. 100% loca: work can and will be capitalized. 


tion. Very reasonable rent. Reason for sell- Concentrated experience in shoe 
















ing? Draft. Address #735, care Boot & Shoe | . +s 
Recorder, 100 East 42nd Street, New York, | manufacturing supervision, buy- WE WILL BUY FOR 
N.Y. ing and styling, selling, advertis- 

! ing, and national field sales pro- CASH 

4 motion. RETAIL SHOE STORES 


AND PAY HIGHEST PRICES 


| ACCEPTING ADVANCE ORDERS Present employer knows of de- CaMITPA smem COmPant 

















b U 8 B ER FOOTWEAR | —_— and will recommend 120 N. 4th St.. Philadelphia, Pa. 
COMPLETE STOCK Write Box 733, BOOT & SHOE RECORDER 
















100 East 42nd St., New York City 
PRICES ON REQUEST | 



























TERRITORY OPEN FOR | 
SALESMEN : wm SHOE STORES WANTED 
in CONN., MD., N. J., PA. - a FER CAEN A 
oe Se. Sve S, B. We. AN, THOROUGHLY EXPERIENCED | | Quer gsge and'up. Short term leases om 
Me manuf Style or Play Shoes, als Fe Kh Mh. " 
manutacture y 2 Ss, also | e in 
REGENT DISTRIBUTORS, INC. handle help;. purchase leather; a A. L. BARIS, Pres. 
now with leading Coast manufacturer. refer BARIS SHO: INC 
144 DUANE STREET locating Midwest. Address #734, care Boot BARES STK ECO. York 
NEW YORK CITY & Shoe Recorder, 100 East 42nd Street, New | Unusual references on request 
York, N. Y. : 






















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 

The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in advance. 










S@ Advertisements for this page must be in our New York Office on Friday of the week preceding pablication 
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Business Activity Gains in West, South 
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LaSalle Map of Business Conditions. 











This map, showing business conditions throughout the country at the start of 
February, 1943, was supplied by the Business Bulletin Division, La Salle Extension 
University. 


The volume of trade and industrial 
production continues to rise, and it is 
still about 15 per cent higher than it 
was a year ago, according to a monthly 
survey by the Business Bulletin Divi- 
sion, La Salle Extension University, 
Chicago. The same increase over the 
rate of activity during the correspond- 
ing period of the preceding year has 
been maintained for many months. In- 
dications are that the volume of trade 


may slacken somewhat as the supplies 
if civilian goods become less but that 
the volume of industrial production will 
continue to rise. 

The most striking characteristic of 
business in different parts of the coun- 
try is that the regions of greatest ex- 
pansion are no longer the major indus- 
trial centers of the East. Activity has 
recently increased most throughout the 
Western states and in the South. 









HAS BEEN 
ADDED 
TO THE 


HOTEL 
M*°ALPIN 


This modern, luxurious hotel has 
| | added the ONE thing that could 
make your stay more enjoyable... 
A RADIO IN EVERY ROOM. 
It has always had a superb loca- 
tion. Its service—just what you 
would expect in a “Great Hotel.” 
Its rates have always been reason- 
able. Truly The McAlpin now 
“has everything.” 





1 Block From Penn Station 
B. & O. Motor Coaches stop at our door 
Rooms with private bath and radio 
Single from *3.30 
Double from *4.95 
BROADWAY AT 34th ST.. 


Under KNOTT Management 
JOHN J. WOELFLE, Manager 











New York Shoe Men 
[CONTINUED FROM PAGE 31] 


sand units—whatever it may be. The 
first thing that you will do is to send a 
check for units to all your suppliers for 
all ration currency that you owe them, 
for shipments which they made to you 
of rationed shoes after three o’clock 
Feb. 7, and that period. You can send 
one check to each supplier for the total 
amount that you owe him. Please re- 
member that you are receiving goods 
between now and then on open credit, 
and when you open that checking ac- 
count you are going to discharge your 
obligation. When you send your check 
to your supplier, he in turn will have 
opened a ration banking account and 
he will deposit that check to his ac- 
count. Please remember that there is 
a wide difference in this one thing, with 
respect to the ration banking account 
and your dollar account. The ration 
banking checks are not negotiable. You 
can’t endorse them to a third party. 
They are issued by the first party to 
his supplier, who is the second party 
and they must be deposited to the ac- 
count of the second party. 

“What happens from that point on? 
You will have discharged your indebted- 
ness for the goods you received between 
Feb. 9 and the time you opened your 
ration account. There will be a clear- 
ing house set up in which your ration 
coupon currency will be arranged on 
almost precisely the same basis that 


February 13, 1943 





your regular money checks stand to 
your cash in hand at the bank. 

“No member of the trade may ship 
to another member of the trade until he 
first receives ration currency to cover 
the shipment he is to make. (Every 
chain store is now an individual coupon 
business.) 

W. W. Stephenson, Chief of the Foot- 
wear Rationing Branch and Miss Mar- 
garet Cunningham, Legal Division of 
the OPA attended the meeting, an- 
swered all questions from the floor and 
vertified the important paragraphs of 
the Directive. 

Chief Stephenson said: “This is a 
work of cooperation with the industry 
and OPA working closely together. 
Tolerant of the economics of the indus- 
try and yet emphatic in the principle 
that no shoe of all or part leather can 
be sold without the exchange of ration 
coupon stamp No. 17 . . . even to the 
extent of wooden sole shoes if there is 
any leather in the hinges, they are 
rationable.” 


His important point was that a com- 
mittee of eight men would meet with 
WPB and OPA officials in Washington 
every Tuesday to consider the problems 
as they arise and if merchandise is 
frozen or is complicated by some new 
situation that a decision can be made 
quickly and correction effected. Chief 
Stephenson spent the rest of the night 
answering questions—most of which 
really answered themselves by close 
study of the order. 








many districts of the Prairie Provinces, 
where larger crops have brought great- 
er incomes for the farmers. In the 
Maritime Provinces activity has slack- 
ened somewhat, but it is still higher 
than it was a year ago. Throughout 
most of the country the trend is ex- 
pected to continue upward. 





Adds Two New Shoe Accounts 


Los ANGELES, CALIF.—Martha’s Ad- 
vertising Service has been appointed to 
handle all advertising for two well 
known retail shoe stores, Gude’s of Los 
Angeles and The Reliable of Fresno. 
The agency is now serving a number 
of West Coast shoe stores in like ca- 
pacity. 





Donald Osgood Foster 


AUBURN, MeE.—Donald Osgood Fost- 
er, 44, widely known shoe man, died re- 
cently. Mr. Foster was a designer and 
shoe pattern maker in New York and 
Boston, and had been engaged in the 
same business for the past 15 years, 
residing in Auburn. 

He was born at Lynn, Mass., at- 
tended schools there, and when a young 
man was employed in the Boston and 
Maine Telegraph office in Boston. 

Services were held in the Dillingham 
Memorial Chapel, and burial was in 
Mount Auburn Cemetery, Auburn. 












































































LYCO 


Military Supplies 






No. 200 


LOCKER or 
SHOWER SANDAL 





Long-wearing, waterproof rope sole 
with water-repellent army poplin cross 
straps. Colors: olive drab and navy 
blue. Full sizes: 6 to 12, inclusive. 
Wide demand for this useful sandal 
insures steady, profitable turnover on 
limited stock. 


$16.20 per dozen pairs 

















No. 905 
PULLMAN SLIPPER 


Ideal gift for service men. Compact, 
restful, practical. Made of soft, water- 
repellent government-tested raincoat 
cloth in olive drab only. Packed in in- 
dividual buttoned pouches to match. 
Sizes stocked: 6-12 (full sizes). 


$16.20 per dozen pairs 




















No. 6758 
SERVICE MONEY BELT 


Made from government-tested raincoat 
cloth with buttoned pockets for bills 
and small button opening for silver. 
Olive drab only. 


$8.00 per dozen 


EEE CP OT ON AP Mls sh 





Fitted in khaki case, kit consists of can 
of Kiwi polish, brush for applying, 
brush for polishing, and soft cloth to 
bring out the final “inspection” finish. 


$10.80 per dozen 


Din. RUN gg a 





We welcome your trial orders. 


You are also invited to write us about Shoe 
Laces (mercerized and imported leather), 
Shoe Polishes, Shoe Trees and Window 
Display Shoe Forms, Moccasins, Slippers 
(kid and sheepskin) , and sundry shoe store 
supplies. 


LYONS & COMPANY 
118-120 DUANE STREET, NEW YORK 
Shoe Store Supplies Since 1900 
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ALLIED KID COMPANY, New York, Boston, Philadelphia 
ARNOFF SHOE CO., INC., New York City 

BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. 

BELLAIRE SHOE COMPANY, Portland, Me. 
CAMITTA SHOE COMPANY, Philadelphia, Pa. 
DENNIS, MARTIN CO., Newark, N. J. ° 
ENDICOTT-JOHNSON SHOE CORP., Endicott, N. Y. 
EVANS, JOHN R., & CO., Camden, N. J. 
GOODWILL SHOE CO., Holliston, Mass. .. 
GREEN SHOE MFG. CO.., Boston, Mass 

GROVES SHOE COMPANY, Chicago, Ill. .. 
HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 
HOOD RUBBER CO., INC., Watertown, Mass. 
HOTEL McALPIN, New York City 

HUBSCHMAN, B., & SONS, INC., Philadelphia, Pa. 
KIRSCH-BLACHER CO., INC., New York City 
KISTLER LEATHER CO., Boston, Mass. ....... 
LEVOR, G., & CO., INC., New York City .... 
LYONS & COMPANY, New York City ..... 
MILLER SHOE CO., THE, Cincinnati, O. .. 
MILLER, O. A., TREEING MACHINE CO., Plymouth, N. H. 
MONARCH SHOE CO., Athol, Mass. 

RICHLAND SHOE CO., Nashville, Tenn. 

ROBERTS, JOHNSON & RAND, St. Louis, Mo. 
RUBIN, IRVIN, New York City 

SATURDAY EVENING POST, Philadelphia, Pa. 
SCHOLL MFG. CO., THE, Chicago, Ill. ... 
TRIMFOOT COMPANY, Farmington, Mo. 
TWEEDIE FOOTWEAR CORP., Jefferson City, Mo. 
UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. 
VITALITY SHOE COMPANY, St. Louis, Mo. .. 
WEIL, M. K., SHOE CO., St. Louis, Mo. 
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